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My Sidewalk ‘Picture- Gallery 


I ama TORK CLOCK 


I turn electric lights on and off re- 
gularly. 

Wind me once a week and I doit 
every day at the hours you set. 

My first cousin, TORK TIMER, 
turns ’em on and off only once when- 
ever you set him, But you should see 
how quick you can set him, 

—and you never bave to wind him 
at all, 

Which one of us do you need ? 


| the window and sign lights for many merchants. Good win- 
dow lighting and my regular management together made some streets 
so attractive at night that mere street lighting became insignificant. 


The Cheapest of All Advertising 


The retailer who neglects to show actual goods in his own windows, 
properly lighted, every night, throws away the cheapest and best 
advertising available to him and retards the development of his store’s 


location. HE NEEDS ME. 


3 Watts per Passerby 


Do you know that a retail merchant can use window lighting up to3 
watts for every person passing his store from dusk to bedtime for less 
than he can buy any other form of advertising? Do you know that 
a Tork Clock more than doubles the value of window lighting and 
adds less than 5% to the cost? The Tork Manual explains this fully. 


Send for free copy of the TORK MANUAL of TIME CONTROLS. 
Address: 


TORK COMPANY -: 8 West 40th Street - NEW YORK 


Electrical Dealers in position to display and install Tork Clocks should apply for Authorized Dealer appointment, 
which includes valuable sales assistance and newspaper advertising. Applications must be accompanied by refer- 
ences to the electrical jobbers you buy from. 











Entire mechanism protected 
from dampness and injury 
by solid-back frame anil 
heavy cast iron housing, 
fitted firmly onto marine 
rubber gasket. 


Patented high-power arma 
ture kept in magnetic field 
until ball strikes gong, giv- 
ing twice the power of any 
other bell mechanism made. 


Made in 
stroke, combination 
stroke and vibrating. Elec 
tro-mechanical 


neto-extension 
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OUR GUARANTEE 
Covering a period of two 
years from date of sale ac- 
companies every piece of 


apparatus we manufacture, 


MANUFACTURED BY 








GENERAL OFFICES AND FACTORY 


250 WEST STREET 


(3 BLOCKS ABOVE FRANKLIN ST.) 








Jno. L. Turko 
12 Pearl St. 2217 Dickerson Ave. 


SAN ANTONIO 
Cc. K. Wyatt W. S. Haythorne 
301 Schley Ave. 
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NEW YORK, U. S. A. 
DISTRICT SALES OFFICES 


DENVER PITTSBURGH 

The Wesco Co., Inc. H. B. Parke 
1156 Seventh St. 305 7th Avenue 
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LOS ANGELES 
Clapp & LaMoree 
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a copy. 


Made in Skeleton and en- 


closed types, the latter with 


non-guarded, half-grid 
guarded and_  full-grid 
guarded gongs. Sizes: 2 to 
18 inches, single or double 
gongs. 


Will operate on all approv- 
ed sources of electrical en- 
ergy. Wound to any re- 
sistance desired. 


mechanism _in- 
sulated from frame, all ter- 
carrying current 
mounted within housing. 


CHICAGO 


Electrical Sales Co. Doherty-Hafner Co. 


730 W. Monroe St. 


SALT LAKE CITY CLEVELAND 
Raymond Ackerman Cc 


. B. Moore 
30 Euclid Arcade Bldg. 


HABANA 
Arnesto N. Rodriguez 
Abreu Bldg. 


100 Liberty Street, Utica, N. Y., 
Entered as second class matter September 1, 1919, at the Post Office at 
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Better Business Policies Needed’™ 


By A. H. TIMMERMAN 


President, Electric Power Club; Vice President, Wagner Electric Corporation 


URING the past 15 or 20 years we 
D have seen many changes in the 
electrical industry. These changes have 
involved much in the way of design 
which has tended toward the reduction 
of both productive labor and material, 
and in turn a reduction in the dollars 
of overhead per electrical unit pro- 
duced. Standardization, and particular- 
ly that carried on by the Electric Power 
Club, has been a leading factor in the 
reduction of cost. In the in- 
dustry, at present particu- 


May I suggest at this time one change 
which occurred 10 or 12 years ago, 
which well illustrates the statement 
made above? It was determined in our 
research laboratories that it was possi- 
ble to operate certain grades of insula- 
tion continuously at a temperature of 
105 degrees C. This resulted in the in- 
troduction of the so-called “50 degree 
single rated motor.” What was the re- 
sult of the introduction of this motor? 


petition, to meet the 50 degree motor 
with a 40 degree motor at the same 
price. This was only a natural result, 
as we should have foreseen. 

Under present trying commercial 
conditions, accompanied as usual by 
very keen competition, prices have gone 
downward and downward until the mar- 
gin of profit, while in some lines of 
apparatus is apparently good, in others 
is small, and in still others is neg- 

ative in value; and many 





larly, a continuous reduc- 
tion in the cost of manufac- 
ture is taking place, due to 
rapidly changing commer- 
cial conditions. 

After sixteen years of ac- 
tivity by the Electric Power 
Club, it may be well to ask 
ourselves—how has the in- 
dustry profited by the ac- 
tivities of the Electric Power 
Club and the great reduction 
in manufacturing costs? 
There is no question but that 
reduced costs and selling 
prices have under normal 
conditions helped greatly to 
stimulate the introduction of 
electrical apparatus, and 
thereby the industry, as well 
as the public, has been bene- 
fited very much. 

Has the industry as a 
whole, however, received a 
fair return for its efforts 
and accomplishments? It 





Questions are asked here by the presi- 
dent of the Electric Power Club which 
the contractor-dealers have been ask- 
ing for a long time. 
Power Club is composed of companies 
that produce more than three quart- 
ers of the United States’ entire out- 
put of power apparatus. It is a body 
which has held strictly to standards. | 
For its president to interject this com- 
mercial note, to discuss prices and 
business practices in any way re- | 
quired great courage. The thoughts 
here expressed are not new; they are _ 
frequently thought but seldom out | 
loud at a manufacturers meeting. 


—The Editor. 


The Electric 


manufacturers are making 
| litle or no profit on 
their total combined busi- 
ness, even with competent 
executive engineering, man- 
ufacturing and sales organ- 


izations. 
Our engineering and shop 
organizations have done 


much toward the reduction 
of costs by the introduc- 
tion of new designs and 
new manufacturing methods, 
| and it behooves us to con- 
sider at this time—what 
have our commercial organ- 
izations done for the indus- 
try? Have they also improv- 
ed in their selling methods? 
| Do they steadily show a con- 
sistent reduction in selling 
costs, and if not, why not? 
We have gone to great ex- 
pense in the direction of 
analyzing manufacturing 
costs, both from the design 
and manufacturing stand- 











sometimes seems to the — 
writer that when any great 
advance in the art has taken place, the 
electrical manufacturer has proceeded 
at once to give to the public not only 
100 percent, but probably 105 percent 
of what has been gained. In other 
words, the public has been receiving 
an undue proportion of the benefits 
derived from the efforts of the electrical 
manufacturing industry, with its large 
staffs of research engineers. 

*Abstract of Presidential Address at Meeting 


of Electric Power Club, Greenbrier Hotel, White 
Sulphur Springs, W. Va., October 20-24, 1924. 


Did it bring a greater return to the 
electrical manufacturing industry as a 
whole? Quite the contrary. When 
placed upon the market, it was sold 
at a reduced price. This reduction in 
price, naturally, seriously affected the 
whole industry. To a large part of the 
buying public, a 10 horse power motor 
is a 10 horse power motor whether its 
temperature rise is 30, 40 or 50 de- 
grees C.; with a result that certain man- 
ufacturers found it necessary, in com- 


points, but what has been 
accomplished, if anything, 
in similar investigations of selling 
costs? 

The Electric Power Club has done 
much toward technical standardization, 
and has in this way very materially 
aided in the reduction of manufactur- 
ing costs. What has it done, however, 
toward the reduction of selling costs? 
What has it done in the direction of 
better business practices? If it has aided 
materially in the direction of manufac- 
turing conditions, why has it so appar- 
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ently failed in the improvement of com- 
mercial conditions? Realizing what 
technical standardization has done, not 
only for the industry, but also for the 
public at large, in the reduction of cost, 


are we not entitled to draw the conclu- ~ 


sion that practices, the ethics of which 
are not questionable, will result in cor- 
responding benefits, not only to the in- 
dustry, but also to the public at large? 
Why then have we done little in the 
direction of better business practices 
and reduction of selling costs? 


Cost of Distribution 


We have under consideration at pres- 
ent the question of employment of an 
accountant, or accountants, for the de- 
velopment of our manual in the direc- 
tion of refinements in cost accounting 
for the various branches of the indus- 
try. Is it not high time that instead of 
going to such refinements, we spend the 
same energy in showing how we can 
save the cost of distribution of our ap- 
paratus, rather than in still greater re- 
finements in the manufacturing opera- 
tions? We must not overlook the fact 
that an accurate knowledge of costs, in 
the broader sense, does not under pres- 
ent conditions tend toward commercial 


stabilization. In fact, a broad know- 
ledge of costs may tend in the opposite 
direction. If the Electric Power Club 
cannot be a real factor in the improve- 
ment of commercial conditions as at 
present exist, it has certainly failed in 
one of the most important functions of 
such an organization, 


Unethical Practices 


We hear complaints on all sides of 
many, to me, unethical practices. These 
complaints come from both the large 
and small, as well as the intermediate 
size manufacturers, and in turn are 
directed against all three classes. We 
have all, I think, had the experience at 
some time in our career of having 
bought material at a lower price than 
for which it was first offered for sale. 
This always leaves a question of doubt 
in the minds of the buyer, as to whether 
he paid not only the bottom price, but 
a just price for the material purchased. 
It is said that today there is no bottom 
price for electrical apparatus, that all 
that is necessary is for the buyer to say 
that he has a price so many percent 
lower than the price asked and the man- 
ufacturer will “come through” with a 
lower price. Are we giving our cus- 








—— 


tomers a square deal, when through 
pressure of competition we give one 
buyer a lower price than another for 
identical apparatus and essentially the 
same volume? Are we justified in be. 
lieving, without proof, that the buyer 
has a lower price? 

There are other similar abuses which 
need frank discussion. They are cus. 
toms which have grown up in the ip. 
dustry and which probably seem per. 
fectly ethical to those who have been 
using such methods to their advantage, 


Other Industries 


Do such abuses and conditions exist 
in other industries? In some, yes. The 
electrical industry is by no means the 
only one facing serious commercial 
problems. There are, however, other in. 
dustries which are so organized and 
directed as to have eliminated to a large 
extent such unethical practices. The 
steel industry is a shining example of 
one which has thrown overboard many 
unethical methods. 

It seems particularly unfortunate and 
remarkable that an industry which 
prides itself on having so many techni: 
cally trained men should be satisfied 

(Continued on page 28) 


Westinghouse Head Outlines Mer- 


chandising Policies” 


i’ the first place, I want to say that 
under present conditions, we believe 
that the proper way of distributing what 
we call electrical merchandise to the 
public is through the standard chain 
of manufacturer, jobber, dealer-contrac- 
tor and consumer. This chain theore- 
tically could be simplified by dropping 
out the jobber, or the dealer-contractor, 
or both, but we gain little and lose a 
great deal by doing so. If we attempted 
to deal directly with the retailer or the 
public, we would be compelled to so 
greatly increase our sales forces and 
complicate our organization, that our 
selling costs would increase. Hence the 
recognized trade channels are, under 
present conditions, the most efficient we 


*Abstract from address by Guy E, Tripp, chair- 
man of the board, Westinghouse Electric and Man- 
ufacturing Co., before the convention of the Elec- 
trical Supply Jobbers’ Association at Cleveland on 
November 20. 


can use for merchandise material. 

It seems to us, however, that this sys- 
tem is not as efficient as it might be. 
For example, if we wish to put on the 
market a new type of electric iron, we 
are apparently compelled to take the 
following steps: 


Sales Steps 


First, we must sell the jobber as to 
the advantages of the new iron. Then 
we must educate his salesmen so that 
they will know how to present it pro- 
perly to their customers. Next, we must 
assist the jobbers’ salesmen to sell the 
dealer, for experience shows that per- 
sonal work on the part of our repre- 
sentatives at this point is very effective. 
We have now landed the goods on the 
dealer’s shelf, but our work is not yet 
done. Now we must sell the dealer’s 
salesman, we must provide store assist- 





ance, supply advertising circulars and 
other so-called dealers’ helps; and 
finally we must carry on extensive na- 
tional magazine and local newspaper 
advertising campaigns to attract the 
consumer. 

Looking at this program in cold 
blood, it seems as though we were being 
asked by somebody to do too much. 
Yet, if we fail to take any of these 
steps, we lose business, and so we con- 
sider all of them necessary. 

Another considerable expense, which 
we must include in our sales costs is 
due to our engineering experimental 
and development work. My company 
refuses to put any article on the market 
unless it is positive that the article is 
of the highest quality and as reliable 
as it is possible for us to make it. 
Months and often years are spent in 
obtaining this assurance, and this costs 
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money. But in spite of the fact that the 
manufacturers, who do not provide the 
trade and the public with such assur- 
ance, are often able to take business 
away from us by underbidding, we 
would not consider cutting out this ex- 
pense. 

We spend considerable sums annually 
in participating in movements supposed 
to be for the good of the industry, such 
as the Educational Lighting Campaign, 
that is now being carried out, and also 
in aiding trade associations such as the 
National Electric Light Association, the 
Society for Electrical Development, the 
Association of Electragists, Internation- 
al and many others. Many of our com- 
petitors have complained at various 
times that this form of activity on our 
part is unfair competition, because by 
contributing this money we obtain a 
large amount of business to their dis- 
advantage. Let me make this point 
clear; If we ever believed that we 
would obtain special business favors as 
a result of such contributions, we were 
disillusioned so long ago that we have 
forgotten all about it. Our expense for 
this general constructive work is far 
greater than the profits we secure as a 
direct result of it. We continue to make 
contributions because we feel that they 
help the industry at large, that some- 
how or other the waters will carry our 
bread back to us, and finally, that this 
kind of work does tend to lesson the 
selling cost of electrical apparatus by 
educating the public. 


Good Will Advertising 


Akin to this expense, are our expend- 
itures for general popular advertising 
for the good of the industry, as distin- 
guished from our advertising for spe- 
cific merchandising purposes. Every- 
body in the industry knows that such 
advertising benefits everyone and that 
our competitors gain as much from it 
as we do. We continue it, however, be- 
cause we believe that it is of real value 
to the entire electrical industry. In fact, 
we feel sure that the same amount of 
money could not be spent more advan- 
tageously in any other way. We are fre- 
quently told we are wrong, however, 
and sometimes feel ourselves that in 
conducting this advertising we are giv- 
ing our competitors another opportun- 
ity to underbid us. 

We are also ready to spend really 
large sums for creative development 
work along lines that promise to bene- 
fit the industry and the public. Our 
radio development is a case in point. 


In this case, we were a very important 
factor in creating out of nothing a busi- 
ness amounting to over half a billion 
dollars a year, a large proportion of 
which is handled by electrical jobbers 
and dealer-contractors. 

It is no dark secret that all of these 
various expenditures, with the excep- 
tion of the one for “reliability insur- 
ance” are under constant fire within 
our organization. The argument usu- 
ally advanced is that if we cut out some 
or all of these, we could offer better 
discounts to the trade and thereby 
place ourselves in a better competitive 
position with reference to manufac- 
turers who do not spend money in these 
ways. 

According to our present opinion, 








The Ultimate Retail Outlet 


Should great super-power system 
executives decide to adopt a sales- 
and-service system, it could be in- 
augurated by a mere order and put 
into effect over wide areas. The re- 
sult of such a decision will be the 
formation of two contending mer- 
chandising groups; first, the great 
power systems, who will undoubted- 
ly tend to deal directly with the 
manufacturer on one hand and the 
consumer on the other; and second- 
ly, the jobbers and all the remain- 
ing retail outlets for electrical mer- 
chandise. 

Which of these two groups will 
handle the bulk of the business will 
depend upon which best serves the 
consuming public—in other words, 
as in all other economic struggles, the 
fittest will survive. 


—Guy E. Tripp. 





however, the rapidity with which the 
use of electricity has spread in America 
has been largely due to creative promo- 
tion work, and the time does not yet 
seem ripe to stop it. We believe, in 
carrying on this work, we are doing 
more to facilitate the sale of electrical 
apparatus, to increase the volume of 
business and the profits of the jobber 
and contractor-dealer, and to reduce 
costs to the consumer, than we could 
accomplish by offering larger discounts 
to them. 

As a matter of fact, to increase dis- 
counts beyond a certain point never 
seems to be effective. The increase is, 
apparently, generally passed down the 


line, and then the demand for further 
increases arises once more. 

The all-important thing, from the 
standpoint of manufacturer, jobber, 
contractor-dealer, and public alike, is 
not discounts, but the increase in the 
volume of business—“turn-over,” in a 
word. 

As the turn-over increases, the cost 
of handling each unit decreases, and 
the tendency is for the income to the 
trade to increase, and the cost to the 
consumer to decrease. Thus, everyone 
is benefited. My company’s present 
merchandising policy is founded on this 
fact. 

I have dwelt on this matter at length 
in order to point out that I believe that 
a careful examination of our present 
methods of distribution is not only de- 
sirable, but is highly necessary in view 
of the growing sentiment that the dis- 
tribution of what are known as “cur- 
rent consuming devices” can best be 
accomplished by the distributor who is 
able and willing to service the devices 
after they are sold. 


Rendering Service 


Obviously, the electric power com- 
panies have a great advantage when it 
comes to rendering service after the 
sale, and it therefore behooves all other 
distributors to place themselves in a 
position to render the same service if 
they wish to remain in the business. 

Some electric power companies are 
now giving such service and some are 
not; but with the establishment of great 
superpower systems under the manage- 
ment of a few capable and farseeing 
men, there will come a time when these 
men will be less busy with their prob- 
lems of development and when they 
will probably come to the consideration 
of the matters I have just mentioned. 
Should they decide to adopt a sales-and- 
service system, it could be inaugurated 
by a mere order and put into effect 
over wide areas. 

The result of such a decision will be 
the formation of two contending mer- 
chandising groups; first, the great 
power systems, who will undoubtedly 
tend to deal directly with the manufac- 
turer on one hand and the consumer on 
the other; and secondly, the jobbers 
and all the remaining retail outlets 
for electrical merchandise. Which of 
these two groups will handle the bulk 
of the business will depend upon which 
best serves the consuming public—in 
other words, as in all other economic 
struggles, the fittest will survive. 
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Complete Cross Index of the Code 


R. A. Goeller Compiles for Publication by Association of 


Electragists 96-Page Volume Which Makes the National 
Electrical Code for the First Time an Entirely Open Book 



































OW for the Mistakes made 
first time in G because of over. 
. o ‘ ‘ , Ground, Grounding, Grounded (Cont.) Rute Pacr Rute 
a great many “Recommendation concerning” see Re- Copper invariably .................... 90Ss looked or un 
vears the Na- lays, etc, eaccceccce ~-------- 905k "7 _ Size, a 905i known rules in 
2 x 9 Resistance of ground connection .._____. 901d 73 Current over ground conductor .._._____ 90la 
tional Electrical Separate conductor for circuit and § 905e 76 Ground the Code are ex- 
“ # equipment ~------------------. } 905n 7 Artificial, general character _....__._._._. 901b . 

Code Is a com- Service conduit, minimum size _._..__.. 905m 78 Point of Connection _.____._._________ 903a pensive to the 
| t ly I Service conduit, separate ...........____ 904c 75 I i 901d con t rac t e 
p etely open Signal system, attachment _......_._____ 6005¢ 156 Conductor,. protection. ................ 905d r 

be — Signal system, installation .............. 6005b 156 Grounded railway circuits _.........___ . 906 
book to the ele Cc- Signal system, size, minimum __._._____ 600Sa 155 Stations, requirements ........._ 1901d WwW h e t h er he 
° ; . , Single pole switch prohibited .......___ 1204a 92 Metal Raceways : 
tric al industry - Switch blade, omission at service _.._____ 405b 18 Conductors, minimum size ______._____ 905m makes them him- 
sys € ~Gtecnenecuanetnemamnns THe 73 ° . 
As early as — GO <x ° Isolated lengths and point of attachment pone self or his wire- 
, RNID, DEED” scnitniscccmmnennensitemennie 905m 78 Insulati and i Hati of grounding men m k 
1881 the re were Elevator cars, attached ..............__. 3104a 118 I . 905e ake them. 
rules for the safe MOONE BONED cecctccenesesncmens 9051 77 Point of connection to piping systems ____ 906c In order to 
i : Point of attachment, equipment ......___ 904a 75 Secondary system at service _....--. «90 Se h 
installation oO Point of attachment, supply -~.~. 904b 75 Sections grounded --..._______ --- 9051 revent sue 
tallé 2 f TOUGRND: snenatimiensenninn $03h 27 Separate conductor .._____ m -- 905n P a 
e ] ectrica | Secondary system at service —.... 90Se 76 Metallic sheath of cables -..._....._.._._. 302b mistakes a com- 
Separate and combination ground ._.____ 905n 78 Metallic sheaths, multiple conductor cables, 
conductors. Until Separate grounds for circuit and conduit quer 6 wis __.._.... $003d plete Cross In- 
grounding -- 90Se 76 Meter cases, etc _...._ --.. 905k a 
893 all les Servic 9 75 dex and Guid 
oy. a rules ERS sctiteernminnn 04c 7 Motors ulae 
Water-pipes, bonding 906c 79 Ee a 3104b , 
were prepared by Connection at ‘supply stations ___.--. 906b 78 f 10014 to the 1923 Na. 
é ~ . Frames, when required ..-.._.._...... . 
° ee i 3008a 116 U 905) ti ] El ° l 
local insurance Current transformer secondaries .......... 905k Generator sets for elevators __ ~ 3104b 1ona ectrica 
. . D. C. systems, 2 wire, overhead _..._._.___.. 902a °oint of attachment ao See 
districts. At that ap prong p> panereeeiegenes 902 a... aan Code has been 
* ctors _ f duct i oes 905j : 
time there ap- om See oe  —ercies compiled 
4 ‘ Elevator shifting cables _.___ — EE 601b 
peared as the re- Equipment in immediate vicinity of gas piping ‘ at service — avons “eee by Robert A. 
. “ » Fixtures, insulating joints omitted ....___- Es 
sult of many Gas piping used as fixture ground —._..__- current over grounded wire _____ 90la Goeller, second 


Generators for organs - 
Instruments, etc. 


meetings a set of 
rules which were 
adopted by 
enough un de r- 
writers de- | 
partments to con- |} 


Lightning Arrestors 
Conductor 





42 





Isolated lengths, conduit, armored cable, etc! 
Isolated plants (small) circuits and equipment 
7 CNG ancnaneccaceon 


Attached to other grounds —__-- 







Pm, ......- 





stitute what 
might be called the first National Elec- 
trical Code. 

Since that time the use of electricity 
has been greatly extended and the Code 
necessarily had to keep pace. It was not 
unreasonable then that it should become 
more involved. 

Last year the Electrical Committee 
completely recodified the Code. This 
was a long needed improvement and 
made the Code much easier to use. Even 
then it was found that much time was 
lost by contractors’ foremen and wire- 
men looking through the Code to see 
if some particular type of construction 
was ruled on. Many times work has 
been done in accordance with one rule 
only to find out later that there was an- 
other rule that applied to that particular 
type of work. 

The Code has an index but it merely 
lists references according to Code head- 
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Two Typical Pages From the Cross Index 
and Guide to the Code, and its Author, 
Robert A. Goeller 





ings and is no guide to one who does not 
know what rule he is looking for. 
Many subjects have more than one 
reference in the Code and many a con- 
tractor has found to his sorrow that 
it is necessary to have all the references 
if he is to work entirely in conformity 


with the Code. 





book is 96 pages 
long and contains more than 4000 
references. It covers every rule in the 
Code, under every conceivable heading. 

Furthermore, each heading in the 
Cross Index gives every reference that 
is contained in the Code on that partic- 
ular subject. 

This Cross Reference has been tested 
out by Mr. Goeller and his staff for 
the past six or eight months in all his 
work as vice-president in charge of con- 
struction for one of the largest electri- 
cal contracting organizations in the 
United States. 

Those who saw the Cross Index dur- 
ing its compilation have become very 
enthusiastic and it is already evident 
that it will become a necessary com- 
panion volume to the Code. 

The book is approximately Code size 
and is made in a sturdy yet flexible 
form to fit the pocket. 
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House Wiring Credit Control 


REDIT control is of more import- commercial rating bureaus engaged to 
ance in house wiring than in any 
other part of a contractor-dealer’s busi- 
ness because there is so little that can 
be recaptured. A washing machine or at the City Hall. 
a vacuum cleaner sold on time or even 


fixtures can be re- 
possessed and sold 
so that a profit is 
made on the trans- 
action. 

House wiring has 
too large a_per- 
centage of labor 
and besides it is 
not possible to re- 
possess all the 
equipment 
because much of it 
may not be remov- 
ed without dam- 
aging the house in 
some way. 

A contractor, 
therefore. must 
exercise the great- 
est care in grant- 
ing credit on this 
kind of business. 
One company, 
whose name may 
not be mentioned, 
has developed a 
credit information 
and control policy 
which results in 
payments coming 
in regularly and 
in very few bad 
accounts. 

To begin with 
ho customer can 
secure a time pay- 
ment contract un- 
til his credit has 
been thoroughly 


investigated. This investigation is made 


in three ways: 


1—Every credit customer must fill 
out and sign a Credit Application Form 


(illustrated) . 


2—A report on every credit customer 
is secured from one and sometimes two 


How One Contractor Collects His Data and the Use to Which 


He Puts It, Illustrated With Actual Examples 


investigate these matters. 
property to be wired are first verified 


(No credit is extended to any one for 








TD sciinitintteinnusinnacetmmimmein a 

For the purpose of procuring and establishing credit with the above Company, the undersigned fur- 
nishes the following as being a true and correct statement to the questions asked below, and agree that in 
case any change occurs ‘that alters the information given below, the undersigned will notify the said Company 
without delay. 

In consideration of granting any credit by said Company the undersigned agrees that in the case of 
failure or insolvency on the part of the undersigned, or in the event of it appearing at any time that any of 
the following representations are untrue, all or any of the claims against the undersigned held by the above 
Company shall, at the option thereof, immediately come due and payable. 


Further, that the exercise of, or omission to exercise such option in any instance shall not waive or 
effect any other subsequent right to exercise the same 


Name sieicdapat newer sini ceseatstiindintaniiininiaiaiinisinieneninitiannntniies 





Residence address. a 





Employed by (Name of firm or individual) —_____ jenmeiieiigines sthtihaiinianeniemnpaitaeanits 


Business address sanedipeia pttabtinliaminiietigtesenmanilindminians 





Your position, if owner, so state_________________. nshcigetaensndiaiilaia 


eee ssianiseaneisanaiinnsiiihaiibaiuniaigeitnin 





How long in present business ” — 





Ever bankrupt supieansiitiaiiiiamsei 
Any judgments or other debts against you______. 


Trade references... on nsession 








Married... 





In whose name is title of real estate_____._. a siesta sinael 


Purchase price anvisinliicaiipiillnnginpainnniinnttiie ee 





OO curiecenineneiieda 





Biebter of Geet CROCCO cence neshsitniindaienaanitanenaintediabaiieaitt eneiabiaingi 





OO, Ue cnidisinetealaautiedais nein sis 

Holder of secomnd sun tyyengecccnnncnccnmainciii ni ne ND 
Building and Loan——______ icnmiasecaittaasaesanatniatanstt 

Goeretary OF TCR Ceci ene . sasieeatittasteneesilitaateninnneiaiaiiiiiiviiaiaganiimieti 
Address of Secretary or Treasurer_.___._.._..._._. seeeiaiseiitiiaaiasiaiipeldaaitiiar 


Remarks : a iiniiieaniiatiepinaiiaaattisscesiesseciniasiialataindaeaiiiiieioineaitiacmbaamiiiaiats 





Signature ee 








Owner. 


ee 
3-M—6.24 








The Credit Application Form Which Enables the Company to Investigate 
Applicants Thoroughly 








house wiring except an owner). 
In making application for credit 
every customer fills in and signs a form 


gave age 25 but the agency report was 
55. Upon checking up it was found that 
3—Title and encumbrances of each _ the form was filled in by a daughter 
living there who wanted electric lights. 
The mother who owned the property 
was not consulted although her name 


had been falsely 
signed by the 
daughter. The 
mother refused to 
be a party to the 
contract. 

It is well to 
know the occupa- 
tion because some 
occupations are 
dangerous, 
so much so in fact 
that the insurance 
companies will 
not accept them. 
As this contractor 
expressed it “If a 
risk is too danger- 
ous for an insur- 
ance company to 
handle, it is too 
dangerous for me 
to grant it credit.” 


He then cited a 
case where a man 
supporting wife 
and mother made 
an excellent appli- 
cation as to pro- 
perty but there 
was one draw- 
back—he was an 
aviator. Credit was 
refused. In _ this 
case the credit was 
well secured by 
the real estate but 
there was the ele- 
ment of possibly 


=having to get 
judgment in case the man was injured. 

The company’s salesman also writes 
on the form whether the applicant is 


specially prepared by this company. white or colored. While credit is grant- 
The questions on this form are all the ed to colored people as well as white 
result of experience. 

There was one case where the form 


this is done in order to get a better 
mental picture of the applicant. 






















The Electragist 


Vol. 24, No, } 





As soon as one of these forms is re- 
ceived the customer’s name is given to 
the Chamber of Commerce or a com- 
mercial credit bureau for a report. If 
the report is mild and non-committal 
the name may be given to another 
agency. If an agency reports but one 
detrimental thing another report from 
a different agency is sometimes secured 
for verification. 


Frequently these outside reports 
bring to light things that a salesman 
would never detect. A short time ago, 
for instance, Mrs. Blank applied for 
credit. The real estate was all right but 
the commercial agency found out that 
Mrs. Blank was separated from her 
husband and living with her were two 
married sisters also separated from 
their husbands, one with three children. 
Those consulted in the neighborhood 
said that the house was noisy. The com- 
pany preferred not to take a chance 
with that class of people. 

City Records 


If these reports are all satisfactory 
the title is checked up at the City Hall 
to see if the names are the same as those 
in the contract. If for instance the con- 
tract is signed “Helen” and the City 
Hall Records give the name as “Ellen” 
it is apparent that it is the same person, 
but the contract must first be corrected. 


Then there is the case of the person 
who says he owns the property and 
honestly believes he does. The records, 
however, show otherwise. It may be he 
is buying from a real estate firm and 
the title hasn’t passed yet nor will it 
until a certain amount has been paid 
in. In this case credit is denied. 


Another case that came up recently 
was that of a widow, the mother of 
three children of age and three under 
age. The real estate was in the name 
of the deceased husband. There had 
been no will and so the estate could not 
be divided so long as there were child- 
ren under age. The widow had only a 
life interest in the property. Any credit 
granted in that case was at the con- 
tractor’s own risk. 

There are occasionally cases where 
people own property under a will but 
have neglected to have change in title 
recorded. Credit is denied in such cases 
until the property is recorded in the 
customer’s own name. 

This company insists on the joint 
signature of husband and wife on the 
contract regardless of whether or not 
the title is in both names in order to 


protect its interest in case one or the 
other died. By so doing it is not neces- 
sary to wait for the settlement of the 
estate but if necessary proceedings can 
be started against the survivor. 


Insufficient Salaries 


Occasionally a customer has to be 
turned down because of insufficient 
salary in the company’s judgment. This 
occurs generally where there are a num- 
ber of children in the family and all 
are under the earning age and it looks 
as though the family could not afford 
to expend per month the amount called 
for in the contract. In such cases the 
salesman tries to sell a cash job in 
order to learn if there are any savings 
laid by. If there are none he will gener- 
ally be told that there are no savings 
and then he will know that that family 
is living up to the limit of its income 
and cannot afford the wiring. Credit 
then is refused. 


It is a rule of this company never to 
sell an installation if the customer can- 
not afford it. It is felt to be far better 
to lose business than to accumulate bad 
accounts. It is realized that sickness 
may come and if there is barely enough 
to make payments there will not be 
enough when trouble arrives. Frequent- 
ly customers skip a month because of 
trouble such as sickness or being out 
of work, but every effort is made to 
grant credit in such a way that this de- 
linquency is kept at a minimum. 

Reports on earnings are secured by 
the rating bureaus. There is no set min- 
imum of income at which business will 
be accepted on credit. Every case where 
salary enters in is judged separately. 

In the matter of collections the com- 
pany is insistent on promptness. Should 
there be any complaint about the work 
the company will make good anything 
defective. If, however, the complaint is 
merely to stall off making payment the 
company shows the customer his own 
letter saying that the job was satisfac- 
tory. Such a letter must be secured by 
the wireman from every customer or 
else he is fined. Many times these letters 
have brought customers to time. 

Final Notices 

Five days after payment is due and 
not made a notice is sent calling atten- 
tion to the delinquency. Five days later 
if payment has not been made, and no 
word has been received from the cus- 
tomer, a second notice goes out notify- 
ing him that the company will enter 
judgment for the amount. 
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The next step is to go before a mag. 
istrate and sue, not for the enti; 
amount due on the contract but for th 
delinquent monthly payment. This adj, 
$4.00 to the cost and as judgment jp, 
variably is given to the contractor th 
lesson generally is salutary, and th 
customer does not appear anxious jy 
have it happen each month. 

However, the day prior to going 
the magistrate’s court the customer j 
given a last chance. An_ investigato; 
calls on the customer and asks him } 
he understands that the matter will }e 


brought before the magistrate on th 


following day. 

There are some, however, who ar 
willing to let the case go before th 
magistrate. These people generally 
present some grievance, and they ar 
always asked by the magistrate why 
they did not at least answer the com. 
pany’s request for payment. The court 
refuses to listen to a customer’s com 
plaint which he has not given the com. 
pany a chance to rectify. 

Few Appeals 

If after losing in the magistrate’ 
court the customer cares to appeal he 
may do so but he must first post the 
$4.00 costs of the magistrate’s court 
and an additional appeal cost of $2.50. 
In view of the small size of the monthly 
payment this as a rule proves too costly. 

The investigator who goes out on 
cases in arrears invariably goes to the 
real estate office nearest to the property 
to see if by any chance it is for sale. 
He poses as a buyer and very quickly 
finds out whether or not the property 
is in the market. Not infrequently he 
learns that the property has been sold. 

One clause in the company’s con- 
tract provides that if the property is 
offered for sale, sold or mortgaged the 
entire balance is due. Therefore when 
the investigator learns that the property 
has been sold judgment is at once issued 
and when a few days later the title is 
searched no trouble is found in col- 
lecting. 

If, however, title has actually passed 
the judgment holds against any pro- 
perty that the customer might own in 
the future. 

This company’s contract provides for 
judgment which is felt to be preferable 
to a lien. The objection to a lien is 
that it attaches only to the property on 
which the work was done whereas judg- 
ment is against all property the cus- 
tomer might own in the county, or in 
the entire State. 
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Labor Cost Control 


A Method Now in Use Which Makes it Possible to Foretell the Labor 
Cost on Every Housewiring Job With the Definite Knowledge That 


N all estimating, labor is the uncer- 

tain factor. It is interesting there- 
fore to discover a system whereby all 
guess work is taken out of labor esti- 
mates. 

Such a system is used by the Whalen- 
Crosby Electric Company of Philadel- 
phia in its housewiring and fixture de- 
partment. On every housewiring 


There Will Be No Fluctuation 


This went along for a while until 
one day one of the men wanted to know 
why the wiremen shouldn’t get all he 
saved. The company said it was willing 
provided the man would stand the loss 
if the time should be longer than esti- 
mated. 


To such an arrangement this man 


wages and their next step was to ask 
that no helpers be required on house 
wiring. The officials of the company 
were at a loss to understand how a man 
could get along without a helper, but 
they decided to let the men try it out. 
But what were they to do with the 
helpers? It was soon discovered that 
for the most part they were almost 








job this company takes it knows 
before hand exactly what the 
labor cost will be. 

Five years ago the company 
branched out into the house wir- 
ing business and is now doing an- 
nually more than a quarter of a 
million dollars in this department 
alone. 

When the officials of the com- 
pany opened this branch of the 
business it was with the convic- 
tion that house wiring was a spec- 
ialty and that the workmen must 
be specialized. A separate divis- 
ion was therefore developed with 
its own journeymen and helpers. 

The men in this division were 
paid the same scale as those doing 
other classes of work and a close 
watch was kept on their time on 
certain kinds of jobs and opera- 
tions. This was figured in dollars. 
Always labor was spoken of as 
so much money rather than so 
much time, in order to teach the 
men that real dollars were being 
spent for their work as well as 
showing them that the costs were 
being watched. 

When some reliable labor data 
had been accumulated and it was 
pretty well known what the labor 
on a job should cost, one of the 


OPERATIONS ON WHICH LABOR COSTS 


ARE STANDARDIZED 
Service, mains, and grounding 
Additional for 4th floor risers 
Additional for 3rd floor risers 
Wiring for each additional meter 
Ceiling outlets, center, knob and tube 
Newell post outlets 
Single pole switch outlet 


Ceiling outlet in cellar, usually in armored 


cable 
Single pole switch for cellar light 
Bracket outlet, knob and tube 
Flush receptacle outlet 
First pair of two-three way switches 
Extra pairs of two-three way switches 
One four-way switch 
Any of the above outlets in brick, extra 


Porcelain keyless receptacles on cellar outlet 


Drop cord, key socket, holder and shade 
Floor plug outlet 

Pull chain socket 

Pull chain instead of key socket, extra 


Bell ringing transformer 


Bell ringing transformer in suburban districts 


(Underwriters’ rules) 


Transformer, one bell, push button and wir- 


ing complete 


Transformer, one bell, push button, com- 


plete in suburbs 





as good as the journeymen so they 
were given an opportunity to 
prove their worth as journeymen. 
Most of them did. 

Then was it apparent to the 
officials of the company that 
under the old arrangement the 
mechanic was the boss and the 
helper did most of the work. As 
a team they earned far less than 
they did as individuals, because 
as a team only one was working. 

The company does not claim 
that helpers are not needed in cer- 
tain classes of work. These are 
only facts gained from their ex- 
perience. 

And so a labor schedule was 
worked out on every kind of oper- 
ation in housewiring. The opera- 
tions are shown in another col- 
umn. The man now works to beat 
the allowance. 

What it virtually amounts to is 
that the wireman sub-contracts 
the labor at the schedule price 
and anything he can make is his. 
He gets a drawing account based 
on a forty-four hour week which 
is about two thirds of the open 
shop scale in Philadelphia. 

In fact some of the men are now 
actually hiring men to help them 
and these helpers are not on the 





journeymen on this work was told — 
that if he could cut down the 
labor on a certain job he would get 
half of all he saved. He saved $4.00 and 
his pay envelope that week contained 
an extra $2.00. 

The news leaked out and others 
wanted to work on the same basis and 
it was permitted. 


agreed and on the next job he made 
a nice saving and received it all. When 
the other men saw how it worked out 
they wanted the same arrangement and 


got it. 


Pretty soon the men realized that 
they were actually paying the helpers’ 


company’s payroll; nor does the 
company know what they are paid 
nor care so long as the work is up to 
the company’s standard of quality. 
There is no overtime allowed on a 
wireman’s drawing account but the men 
work overtime when there is lots of 
work because their time is their own. 
Under this arrangement the men must 
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guarantee the job to the company and 
make good at their own expense any 
poor work. If the underwriters won’t 
approve the job the man must go back 
and do the work so it will be approved. 
Furthermore, the man must make good 
any damage done to a house in which he 
has been making an installation. 

It is apparent, therefore, that the men 
soon seek their own level. Some receive 
only $50.00 a month in addition to their 
drawing account weekly while others 
have as much as $150.00 extra coming 
to them at the end of the month. 

If a man runs up a debit on a job 
it applies against his bonus. If he can’t 
make a bonus he drops himself because 
the drawing account is not large enough 
for regular wages. 

As a final check on the men each 
mechanic on the completion of a job 
must bring in a letter of commendation 
written and signed by the customer. 
If he doesn’t bring in the letter it costs 


him one dollar. 

So well has this system worked out 
on house wiring that the principle has 
been adopted in the fixture department 
as well. The regular wiring contract 
does not include the fixtures. These are 
hung by a separate crew. On the new 
basis of allowing the men so much per 
job to hang the fixtures and so much 
for all in excess of eight fixtures 
they find some men hanging the fixtures 
in four and five houses in a day. 

How the men do it is somewhat of 
a mystery but in as much as the work 
must measure up to the quality of the 
house the company is satisfied. 

It is thus apparent that labor on this 
basis can never cost more than it was 
figured to cost. With such an arrange- 
ment it is possible to standardize cost 
of operations and quote on a one price 
basis. There should never be any legiti- 
mate reason for not making a profit on 
such a basis of known costs. 





Electragists’ Data Book 
Revised 


7ITHIN a few weeks the Electra- 
gists’ Data Book will be available 
for members in its new arrangement and 
contents. This revision which has been 
made under the direction of Arthur L. 
Abbott, technical director of the Asso- 
ciation, for several months, embodies a 
number of changes all made with the 
sole purpose in mind of building a most 
practical tool for use by members in 
all phases of their business. 

The new book will be divided into 
two parts; commercial and technical. 

A new set of 12 index tabs is being 
furnished for the engineering division 
of the book. Four of the old sections are 
vacated by the new arrangement. This 
leaves space for three sections for the 
subject of Estimating, one for Motor 
Repair and one for Accounting. 

The arrangement of the complete set 
of index tabs and the section headings 
are shown below:— 

COMMERCIAL 
1—Committees & Members 
2—Materials and Merchandise 
3—Wage Rates and Inspection Data 
4—Estimating 

Rigid Conduit 
5—Estimating 

Apparatus and 

Low Tension Work 


6—Estimating 
Armored Cable 
Knob & Tube 
7—Motor Repair 
6—Accounting 
9—General Statistics 
10—Code 
11—Selling Data 
12—Special Bulletins 
TECHNICAL 
13—Units 
Mensuration 
Symbols 
14—Wire Tables 
15—Voltage Drop 


16—Conduit 
Fittings 
Cabinets 
17—Motor Wiring 
Data 


18—Wiring Layouts 
19—Generators 
Transformers 
Switchboards 
20—Batteries 
21—Low Tension Systems 
22— Illumination 
23—Mechanical 
Data 
24—-Miscellaneous 


The present single section assigned 
to Cost Data includes six booklets. The 


ee 


work of collecting additional estimat; 
data is continuously in progress, anj 
additional data sheets will be publishej 
from time to time. By assigning thre 
sections to this subject the presey 
material can be more conveniently x. 
ranged for reference and space will }. 
provided for future expansion. 

The instruction sheets on the Stand. 
ard Accounting System will soon }: 
reprinted, including considerable ney 
matter, in the form of a 6 x 9 inc 
booklet, so that it can be placcd in the 
Data Book under its index tab. 

While there are no sheets to file op 
the “Code” section at the present time, 
plans are under way which will pro. 
duce shortly some most valuable ma. 
terial for this section. 

Engineering Data Division 

A distinctive shade of buff has bee 
adopted for all engineering data sheets, 
and the index tabs for this division are 
faced with pink celluloid. 

Through the cooperation of the Na 
tional Lamp Works of General Electric 
Company, the Data Book will contain 
a complete new set of sheets on IIluni- 
nation Design Data. 

Work is in progress on a set of tables 
of Motor Wiring Data. These tables will 
show for each size of motor the re. 
quired size of running and starting 
fuses, size of wire and size of conduit, 
and will cover all common commercial 
types, sizes and voltages of motors. 

In its new form and makeup the Data 
Book is going to be so generally useful 
that many members will require more 
than one copy. Five or six extra copies 
may be needed in order to supply one 
to each member of the organization who 
will want to make use of the book in 
his daily work. As many extra copies 
as may be needed by any firm can be 
leased. These should preferably be reg- 
istered at the office of the A. E. I. in 
the name, of the individuals using the 
books, which will insure their receipt 
of additional sheets as they are issued. 





Turnover Not the Antidote 


It is hardly fair for any manufacturer 
to simply offer “Turnover” as the anti- 
dote for reasonable return in the form 
of net profit on an electrical retail busi- 
ness, unless they are allowing a reason- 
able and sufficient margin between their 
stipulated resale price and the cost to 
the dealer or central station From 
1924 report of special committee of Ca- 
nadian Electrical Association. 
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A System of 


Overhead Control 


That Brought a Small Contractor-Dealer Out of a Hole and Keeps 


Him Constantly Informed Regarding His Business 


N the graveyard of business there are 
many tombstones all with appro- 
priate epitaphs engraved by creditors. 
One of those that is seen more often 
than any other runs like this: 
Here rests a shop 
All quiet and dead 
‘Cause a fool of an owner 
Ignored overhead. 

It is just as essential to watch the 
total overhead and also the separate 
items as it is to watch the progress of 
a job. Every contractor knows that if 
he lets a job run itself the cost will be 
more than was estimated. The same is 
true of overhead. 

C. E. James, proprietor of the Lek- 
trik Shop, Fort Pierce, Florida, has 
worked out an overhead control system 
that makes it possible for him: 


1. To watch his expenses. 


2. To know his overhead as he goes 
along not having to wait until 
the end of the year. 


3. To prepare estimates based on the 
current cost of doing business and 
not last year’s costs. 


Let it not be thought that this can 
be done only by a large organization 
for Mr. James does not do what is 
generally considered to be a large busi- 
ness. The town of Fort Pierce where 
Mr. James is located has a population 
of orly 5,000. His annual volume of 
business is in the neighborhood of 
$35,000. It is a combination contract- 
ing, plumbing and electric store busi- 
ness with emphasis on electrical con- 
tracting. 

Three years ago Mr. James was in 
real trouble. He was losing money in 
his business and he owed more than he 
felt he could ever pay off. Today Mr. 
James is in the clear. He is paying him- 
self a reasonable salary and he is show- 
ing a net profit of between 8 and 10 
percent every month. And this is how 
he does it: 

First he keeps an accurate account 








MONTH OF SEPTEMBER, 1924 





Gross Business --.--..------------------ $3,957.95 
Less Cash Discount and Commission..... 44.49 
Gross Business Billed ...0:<.<..<....-0+ 3,913.46 
Cost of Doing Business ---..-.-------.-.. 1,029.44 
Overhead percentage ...~.......-......-- 26 





Items and Cost of Doing Business: 


























1, Indirect Labor 10.00 
D.C nckiadenmdotenaont ‘ 
Di FE cccctciotenseaicn J 
4. Light, Heat and Power --------.-.. 10.39 
5. Stationery and Office Supplies_---- 14.37 
6. Telephone and Telegraph-------~--- 11.79 
DE ivcictininininininnananen 1.22 
© De ongncceccsnienesnensons 103.20 
9. Depreciation (On Merch. Equip. 
BIND cicicassianisiansineiceneatatipeamanteiinmmtieaas 67.42 
10. Freight, Express and Cartage----- 139.46 
11. Delivery Expense (Autos, Etc.)---. 124.53 
Ty SE  éccocnncecsassaneaeniiiens 16.34 
>_> =a an 15.16 
14. Bad Debts and Allowances--.------- 39.57 
ee rn 7.00 
16. Maintenance of Equipment ----.--- 58.48 
eee 
18. Travel and Entertainment_-_------- 
Se SIND sick cctarinteionnennns 25.51 
TRE GUI eaececcnistnndsnnns $1,029.44 
Average Amount of Merchandise in 
NN RRR ae 643.23 
Total Merchandise Turnover ----------. 1,764.37 
Rate of Merchandise Turnover (60 days) 49% 
re $ 784.07 
Total Cost of Merchandise and Labor 
BINOIE  sestaiessia specs babi nigiscieeipig detail ininketotta 548.44 
Gross Margin Available for Overhead 
MEE: TEL cinapknniincneaddcnmentionl $1,365.02 
Percentage of Business Done in Con- 
SI ercirttntecsiiancndsiccquin 88% 
Percentage of Business Done in Mer- 
GE ciicdndtasienisecncenes 12% 
Population of Fort Pierce, Florida_-_---- 5,000 





LEKTRIK SHOP, FT. PIERCE, FLORIDA 





SUPPLEMENTARY REPORT FOR 
SEPTEMBER, 1924 


Plumbing Construction Sales__.._-.-.. $1,689.83 
Cost of Construction Sales_-__.$1,079.33 
ee en $ 7.80 
Cost of Store Sales...-......- $ 4.66 
Electrical Construction Sales.....-.... $1,781.75 
Cost of Construction Sales___.$1,162.33 
Electrical Store Sales.................. $ 306.72 
Cost of Store Sales........... $ 189.76 
Edison Mazda Lamp Sales--.-.-.-.... $ 171.85 


Cost of Mazda Lamp Sales_.$ 112.36 
$2,548.44 $3,957.95 





$2,548.44 

$1,409.51 

Less CD and CM allowed_----_- $ 44.49 
$1,365.02 

Less Overhead Expense_----.--- $1,029.44 
a a $ 335.58 
Cash Discount Earned-_-.----.-.- $ 11.28 
po $ 346.86 








of all costs by means of the Standard 
Accounting System. 

Second he takes off a complete sum- 
mary every month, every quarter, every 
six months and every year. 

He is thus able to compare the fluc- 
tuations not only of billings but of ex- 
penses, inventories, turnover and profit. 

One such summary, that for the 
month of September, 1924, is shown 
here. At the end is the profit earned. 
If it is greater or smaller than the aver- 
age there is a reason. A comparison of 
these figures with those for previous 
months soon disclose the reason. 

Early this summer for instance, a 
statement showed a profit that was al- 
most to the vanishing point, although 
it has been a fairly good month. A 
comparison quickly showed a merchan- 
dise stock of too large proportions. 
During the month that James had 
stocked up considerably on a number of 
items, without paying much attention 
to his total inventory. This situation of 
course would be corrected in a couple 
of months and the six months figures 
would probably not reveal this condi- 
tion at all. Nevertheless, these monthly 
figures besides revealing the trouble 
taught him a lesson that he will prob- 
ably never forget. 

With these figures before him (he 
keeps them in order in a binder the 
latest on top) he can always prevent 
any item from running away. The most 
damage that it does is in one month 
because on the last day of the month 
it is revealed. 

For certain reasons, such as increased 
wages, rent, etc., the overhead might 
show a definite tendency to increase. 
Where this is apparent Mr. James at 
once revises his overhead percentages 
in figuring price. He states that it is 
inadvisable to do this monthly because 
the trouble of one month might be cor- 
rected the next. By following this 
method Mr. James is able to keep his 
prices on the basis of current costs. 
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When his costs are going up he is not 
kept down with a last year’s overhead. 
Likewise when the reverse is true he is 
able to meet competition on the basis 
of known costs without the handicap 
of the larger overhead of the previous 
year. 

In addition to keeping overhead un- 
der constant control these statements 
have other features. At the close of each 
month when the statement is made up 
a copy is sent to his jobber. This has 
created a positive credit standing and 
a good will based on values. 


Moreover, with these statements Mr. 
James can adequately borrow money at 
the bank. And he does it in order, when 
necessary, to take advantage of cash 
discounts, figuring that 2 percent 10 
days is worth more than 6 percent per 
annum. 

The statements, of course, are only 
for a single month and for that reason 
should not be used by others in com- 
parison with any figures they might 
have. It is shown merely to give an idea 


of how Mr. James prepared his state- 
ments. 





Demand Factor Recognized in 


New Panel Board Standard 


FTER many months of deliberation. 

a joint committee representing the 
panelboard manufacturers and _ the 
Underwriters Laboratories have adopted 
standards for carrying capacities of 
main bus-bars, switches and fuse con- 
nections on 


lighting circuit panel 
boards. This action is of interest to 
contractors for several reasons and 


especially because, so far as is known, 
it constitutes the first official recogni- 
tion by the Underwriters of the prin- 
ciple of applying demand factors in the 
determination of conductor sizes. 

Under the old Code, which limited 
the load on one branch circuit to 6 
amperes at 110 volts, the Underwriters 
required the main bus-bar on a 2-wire 
110 volt panel board to have a carrying 
capacity of 6 amperes per circuit; or, 
on a 3 wire 100-220 volt panelboard, 
3 amperes per circuit. With the adop- 
tion of the 1923 Code which permits 15 
ampere fuses on branch circuits and 
places no other limit on the wattage, a 
new ruling on the size of panelboard 
mains became necessary. The Under- 
writers at first were in favor of doubl- 
ing the old requirements which meant 
that the capacity of the mains would be 
figured at 12 amperes per circuit on a 
2-wire 110 volt panel and 6 amperes 
per circuit on a 3-wire panel. This rul- 
ing called for a size of main bus-bars 
and main switch which in many cases 
was plainly excessive. 

This condition was aggravated by the 
Underwriters’ copper bar requirement 
of 1 square inch of sectional area per 
1000 amperes. This was done in spite 
of the fact that a No. 4/0 rubber insul- 


ated cable is rated at 1354 amperes per 
square inch. The bar has no heat in- 
sulating covering and is not in contact 
with any material which will be injured 
by a moderately high temperature and 
apparently should therefore have a 
much higher rating than the cable. 

The table giving the new require- 
ments is reproduced here, with the ad- 
dition of a column showing the bus- 
bar capacities in amperes per circuit. 
It will be noted that 6 amperes per cir- 
cuit is required for a 4-circuit 3-wire 
panel and that this figure is gradually 
decreased up to 36 circuits reaching a 
value of 3 amperes for a panel having 
36 circuits or more. 

Some inspectors have attempted to 
enforce a ruling requiring feeders to 
have a carrying capacity based on 12 


ee, 


amperes for a 110 volt branch circuit 
in conformity with the Underwriter 
first ruling on panelboard mains. The 
new panelboard standard will at leag 
make it difficult to enforce this arbitra 
requirement. It would hardly seem as 
though a contractor could reasonably 
be asked to install a wire or cable hay. 
ing a carrying capacity greater than 
that of the panelboard main which it 
feeds unless a larger size of cable js 
required to provide for the actual cur. 
rent to be carried. 

At the conference on the Code con. 
ducted at the West Baden Convention 
of the Association of Electragists by 
A. Penn Denton, Chairman of the Asso. 
ciation’s Code Committee, there was 
considerable discussion on the ques. 
tion: “Should the Code require the car. 
rying capacity of lighting feeders to be 
based on a fixed wattage per panelboard 
branch circuit?” Some of those present 
felt that such a rule would be advan. 
tageous, while others believed that the 
matter of feeder sizes was an engineer- 
ing problem and should be left to the 
engineer who designs the system. 

If, however, a Code rule should be 
introduced fixing a basis for the deter- 
mination of feeder sizes, the new panel- 
board standard could not be used for 
such a basis. The panelboard standard 
establishes a demand factor which 
would be approximately 50 percent in 
some cases, but a fixed requirement for 
the carrying capacities of feeders would 
have to be set high enough to cover the 
extreme cases, and cases may be 
met in practice where the demand 
factor is considerably higher than 
50 percent. 








"LIGHTING CIRCUIT PANELBOARD BUS-BAR, SWITCH AND FUSE CAPACITIES 




















Number of | TABLE A TABLE B 
Branch 3 wire, 125-250 Volt Main, 2 wire, 125 Volt Main, 
Lighting 2 wire, 125 Volt Branches, 2 wire, 125 Volt Branches, 
Circuits an and 
a 2 wire, 250 Volt Main, 3 wire, 125-250 Volt Main, 
Panelboards 2 wire, 250 Volt Branches 3 wire, 125-250 Volt Branches 
| Min. Main l Min. Main 
\Min. Bus-Bar, Allowable Switch & | Min. Bus-Bar| Allowable Switch & 
| Capacity Amperes /|Fuse Capacity Capacity Amperes Fuse Capacity 
Amperes | Per Branch | Amperes Amperes | Per Branch Amperes 
4 24 6.0 | 30 48 12.0 60 
6 33 3.5 60 66 11.0 100 
8 } 42 5.25 60 84 10.5 100 
10 50 5.0 60 100 10.0 100 
12 58 4.83 60 116 9.67 200 
14 66 4.7 100 132 9.43 200 
16 72 4.5 100 144 9.0 200 
18 77 4.28 100 154 8.0 200 
20 81 4.05 100 162 8.1 200 
22 | 85 3.86 100 170 7.73 200 
24 88 3.67 100 176 7.33 200 
26 91 3.5 100 182 7.0 200 
28 94 3.36 100 188 6.7 200 
30 97 3.23 100 194 6.47 200 
32 | 100 | 3.13 100 200 6.25 200 
34 103 | 3.03 | 200 206 6.06 400 

















The capacity of main bus-bars, switches and fuse connections of panelboards, having more than 
34 branches shall be based on 3 amperes per branch under conditions of Table A, and 6 amperes perf 


branch under conditions of Table B. 


Decemt 
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Contracting Stock Control 


A Simple System of Maintaining a Stock of Wiring Supplies of Proper Size 
Which is Not Based Upon a Perpetual Inventory 


OR those contractors who carry a 
stock of wiring supplies the end of 


the year with inventory taking is gen- 


erally a nightmare. All this confusion 
is not necessary, however, if one were 
to follow the method that has been em- 
ployed for years by M. E. Arnold & 
Company of Philadelphia. 

This company keeps a perpetual con- 
trol of stock but takes only one stock 
inventory a year. At no time is the reg- 
ular routine of business changed nor 
is it necessary when taking inventory 
to close shop or to bring everybody 
down of a Sunday or work hours over- 
time. 

There are two parts to the company’s 
business: Wiring installation and motor 
repairs. Stock for each is kept separate. 

Motor repair stock is kept in the re- 
pair shop easily accessible to the men 
and is replenished as it gets low. 

Wiring supplies are kept in two 
places, a regular stock room and a re- 
serve stock. This system of control is 
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much like the gasoline supply control 
on those automobiles which have a re- 
serve tank. 

All materials for jobs must be taken 
from regular stock. When this stock 
gets low on any item the reserve stock 
of that item, which is on another floor, 
is moved to the regular stock and an 
order is immediately placed for re- 


















































Ticket for Notation of Delivery From 
the Regular Stock 








ME(ARNOIDE0>) CHARGE 6 o- oven __| = 
ical Contractors 
Ay Roe M. E. ARNOLD & CO. 
Phila a 1019 Cherry St. Philadelphia 
Name . pt 
Address be Nome 
Dep Address 
—_ . 
niniintieleate : aa "I 
CREDIT 
Ow Order No. Views Order No + 
Received by 











Ticket on Which Material Returned 
to Stock is Recorded 








plenishment of both regular and reserve 
stocks. 

In this way the stock, which is in 
charge of a_ stockkeeper, is never 
allowed to run out and no job or men 
are held up for even an hour because 
of material shortage. 

This stock includes between two 
hundred and fifty and three hundred 
separate items all of which are listed 
on ruled forms for easy ordering from 
stock and also so that everybody will 
know just what items are stocked and 
will call them by their right names. A 
list of these items is here given. 

Every delivery of stock is charged 
out to the job on a charge ticket (see 
list). If the job is for alterations or 
additions in an establishment requiring 
each machine or department billed 
separately, the charge ticket shows the 
machine or department in which the 
work is being done. 

Likewise when material is returned 
to stock from the job it is entered on a 
credit ticket in exactly the same manner. 

By means of this simple method of 
control a perpetual inventory is not 
necessary. Once a year the stock is 
checked up by a physical inventory. 

Stock is kept in bins or drawers and 
beside each there is a hook. Just before 
inventory time each year a manila ruled 


stock card with a hole punched in the 
top is hung on each hook. For such 
items as are carried in reserve stock, 
duplicate cards are made out. At the 
top of each card is the name of the 
stock item. These cards are used for 
years as there is space on both sides for 
the necessary figures. After the figures 
have been finally recorded each year 
these manila cards are returned to the 
stockkeeper who keeps them for ready 
reference or next year’s inventory. 

The actual taking of the inventory 
covers about a week and is done by the 
stock clerk and assistant in about two 
days actual working time. 

During the actual taking of the in- 
ventory, a perpetual inventory is in pro- 
cess from the charge and credit slips so 
that when on the last day of the year, 
the manila cards are filled in and taken 
up they will represent the actual stock 
condition as of that date. 

On December 31 the manila cards 
are collected and arranged in alpha- 
betical order. The totals are then trans- 
ferred to white library cards, there 
being a white card for each item of 
stock. These white cards are kept in the 
bookkeeper’s office. Upon completion of 
filling in, the count is priced either at 
cost or market price, whichever is 
lower. 
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° . Cutouts, 6 amp. D. P. 
Boxes, Gem F (loom) a 


Boxes, Gem B (% K. dp | Curenn, 1060 amp. S. P. 
Boxes, 6x 6x3 | main 


Boxes, 6x 9x3 | Cutouts, 30 amp, panel 
Boxes, 9x 9x3 
Boxes, 9x 12x3 | Drills for lead anchors 


lbs. Burrs, iron | 
| Elbows, 1” conduit 


Brushes (dimen, & Elbows, 14” conduit 
grade) Elbows, 1%” conduit 
Bushings, 1%” | Elbows, 2” conduit 
y%” Electrolets 
” Entrance Fittings 
14%" Expansions 
11 au 
QW | Fixtures 
, 5/16 pore. Flanges 
ft. BX2 No. 14 Fuses, amp. plug 
ft. BX3 No. 14 Fuses, amp. plug 
Buzzers Fuses, amp. plus 
Fuses, amp. N 
Fuses, amp. N. e 
ft. Cable Fuses, amp, N. C. 
canopies om Guards, lamp 
Caps, gas 
& “Som, bd, steel Handles, 4%” socket 
amps, 1 ground | Hack Saws 


Clamps, No. 2 ground 
Clamps, No. 3 ground 
Clamps, %” pipe 
Clamps, %” pipe 
Clamps, 1” pipe 
Clamps, 1%” pipe 


Insulators, 5%” split 
Iron, flat 


ft. Cord No. 18—% O. C. 2" 
ft. Cord No. 18—P 66 } heey ns 








Cleats : : ~~ 
ft. Conduit 44” Joints, insulating 
%” 
Lamps Ww V 
14” po a” che 
“ ocknuts, % 
1% Locknuts, %4” 
a Locknuts, 1” 
Connectors BX Locknuts, 14” 
Connectors, 5574 cord Locknuts, 114” 


| 
| 


Adjusters, fibre Covers, 4” recep. Nipples Switches, No. 150 G. E. 
Anchors, 1’ Covers, 4” porc, 1 hole| Nuts Switches, S. P flush 
Anchors, 154” Covers, 4” sq. closed| gal. Oil (motor) Switches, 3 W. flush 
Covers, 2%” soc. cover| pt. Paint, ins. Switches, 4 W. flush 
ft. Backboard (size) Covers, 3% soc. cover] ft. Pipe Switches, plates, 1 gang 
ft. Bar, we” perf. Cutouts, plug D. P. Plugs, 903 Switches, plates, 2 gang 
Bands, "ceil (size) main 5607 Switches, Kn. 30 amp. 
Bases, AW Cutouts, plug D. P. Twinlite m 2 & CG ive 

AY S. B, Elec. iron Switches, getaty 30 amp, 

BL Cutouts, plug, na Bh we gas mm 2%. ‘. 

PZ B, (2 2) Pulley D. F, B. Swinchos, Sateiy 30 amp. 
Batteries, dry Cutouts, alee 3 P. main P. Cc. 
Bendhicks (size) Cutouts, plug 3 P. S. 2. Pushes, wood Switches, Salciy 60 amp. 
Blocks, porc. sw. Cutouts, plug 7. desk a 3. ©. 

Bells (3 to 2) handles Satachas, ‘Safety 60 amp. 
Blocks, wood (size) | Cutouts, N. C. 30 amp.| Receptacles, floor 3 
Bolts, machine D. P. main Receptacles, wood mldg. Seteeliah , 60 amp. 
Bolts, Toggle . Cutouts, N. C. 30 amp.| Receptacles, 5547 Hub 4P.N.C 
Boxes, 3” oct, 4” K. O. D. P. S. B. flush Swiehes, Sai Peed amp. 
Boxes, 4” oct. 4%” K. O.| Cutouts, N. ; 30 amp.| Receptacles, 5548 do P. 
Boxes, 4” oct, 4” K. O. D. P. D. plate we ...G.. Saiety 30 amp. 
Boxes, 4” oct. 1” K. O.| Cutouts, N. é° 30 amp.| Receptacles, 5617 conc. 
Boxes, 4” square 4” 3 P. main Receptacles, 5618 cleat Switches, are y 30 amp. 
K. 0. Cutouts, 60 amp. D. P.| Receptacles, 5619 midg. 3 P. plug 
Boxes, 4” square 3%” main Receptacles, 5620 mldg.|Switches, Entrance 
K. O Receptacles, screw flush 


Receptacles, do _ plates 
Receptacles, 50715 -_— 
Receptacles, 4” Russell|% lb. rools Tape, friction 


& Cover % lb. rools Tape, rubber 
Reducers Tripods 
Reflectors, 10” cone tin|Tubes, pore. 5/16x4 


5564 Hub. Tubes, porc. 5/16x8 
14” Bk. MM. 
16” Hubbell 
XRay J 
Rosettes No, 25 switch|V 

wood mldg. 


1999 cleat 
|Screws 3x5 iron Ibs. Washers, iron 
1 x6 iron 
114x6 iron 
Screws 2 x 6 iron i Wire No. 18 annun. 
Screws 1 x 8 iron . Wire No. 1 D. 
Screws 1%x 8 iron . 
Screws 2 x 8 iron ft. Wire No. 2 D. B. 
Screws 1 x10 iron ~ a 
Screws 14x10 iron ft. pit No. 4 D. B. 
Shades ft. Wire No. 6 D. B. 
Shade Holders 24%” wpf. mG 
Shade Holders 24%” uno |ft. Wire No. 8 S. B. 
Shade Holders 34” uno a. 
Shade Holders 6” No, 75|ft. Wire No. 10 S. B. 
Stems No. 162 } ag 4 
Sockets, AA caps ft. Wire No. 12 S. B. 
Sockets, AC caps ft. Wire No. 14 S, B. 
Sockets, AT caps 
Sockets, PA caps 
Sockets, PC caps ft. Wire No. 18 r. c. 
Sockets, PT caps fixture 
Sockets, No. 10 ft. Wire No. 19—2 cond. 
Sockets, No. 13 twisted 
Sockets, No. 15 ft. Wire No. 19—3 cond. 
Sockets, No. 70 twisted 


Sockets, No. 7: 
Sockets, No. 75 
Sockets, pigtail 
Ibs. Solder 

oz. Solder paste 
Ibs. Straps 4” 











ft. Cord No. 18 s, c. -| Loops, %” Ibs. Straps %” No. 2 stock 
‘ r. c. silk Loops, %” Ibs. Straps %” No. 3 stock 
t. Coed No. 18—2 cond. Lugs . amp. Ibs. Straps %4” v4" die & guide 
| ft. Lumber Ibs, Straps 1” 4” die & guide 

ft. aes No. 18 PWB Studs, fixture i” die & cabie 
ft & “ med) Switches, No. 20 vise 
AS or o. 17 B heater} ft. Moulding No. 3 Switches, 2387 ceil. hickey 
ords chain soc. 6 ft. white Switches, 2220—5 amp. joil can 
Covers, 3 (size) ft. Moulding metal S. P. non. fish wire 
Covers, a round closed Switches, 2035—5 amp. |electric dril 

. ” round, 1 hole ve os 2. ind. chain hoist 

” round switch] Nailits Switches, 2391—5 amp. |rope 

3” receptacle Ibs. Nails 4d (1%) D. P. non. drill holder 

3° pore. 1 hole} Ibs. 10d Switches, 2455—5 amp. (|8ft. ladder 

4” round closed| Ibs. roofing 3 way A ladder 
Covers, 4” round 1 hole|lbs. milonite Switches, 2038—10 amp. |sections of ladder 
Covers, 4” switch Ibs. 1x17 brads D. P. ind. 






















Extensions are made and the total 
for each item of stock is then listed 
alphabetically in an Inventory Book, 
and becomes the official record for the 
inventory total. 

The shop inventory is taken in the 
same way but is kept separate from the 
contracting department inventory until 
the inventory book is reached, when all 
the A’s, for instance, go on one page 

















The Arnold Company’s Stock Includes All the Above Items. They Are Listed on 
Ruled Forms to Facilitate Ordering Separate Items From Stock 


except that the contracting supplies are 
in one column and the shop supplies in 
another. 


From this inventory book when com- 
pleted, the material prices are used to 
check the cost books for the estimators, 
which however, are perpetually revised 
with each purchase. Each year there 
is a new inventory book. 

To complete the inventory the Ac- 


Dece 


—_ i—— 


counts Receivable are taken direetl 
from the ledger. The accounts payabl. 
are taken from the invoice payable file 

Jobs in process are inventoried only 
as to so much labor, material and direg 
job expense at cost, expended up ty 
that time. They are listed in the invep. 
tory book as unfinished orders. 

The office and shop equipment ae. 
count is handled in the usual way with 
the customary amount for depreciation, 

To complete the job the current stock 
inventory is checked by taking the in. 
ventory of the previous year and adding 
to it all purchases and returns and de. 
ducting all charges. The check up, it 
is stated, is very close. 

The officials of the company a 
tribute this close check up to the 
method of stock control explained 
above. On most of the items the tum. 
over is very rapid whereas on others, 
which suppliers ordinarily do not stock, 
such for instance as high amperage 
equipment, the turnover is slower. On 
the fast moving items a monthly tur. 
over is secured while on the very slow 
moving stock a quarterly turnover may 
be all that can be secured. 

Because so many contractors do not 
stock but buy for the job Mr. Hess 
was asked why he carried such a con- 
plete stock and the answer was “In 
order to buy in standard packages or 
better and get the advantage in price. 
We save the heavy cost of individual 
purchases and the equally expensive 
delay awaiting delivery. The saving in 
these three ways amounts to many times 
the interest on the investment.” 





Radio Antennas Not Lightning 
Menace 


Radio antennas are not to be regarded 
as effective protection against light- 
ning, according to the Bureau of Stand- 
ards, but on the other hand, their lim- 
ited extent prevents them from becom- 
ing a menace. They need not be con- 
sidered as potential inviters of lightning 
strokes, being in a class with other metal 
objects such as metal gutters, down 
spouts and wire clothes-lines. 

As commonly installed, they are of 
relatively small size, both in extent and 
in the diameter of the wires used. If 
grounded, or provided with a lightning 
arrester, they may effect gradual drain- 
age of electricity as well as a lightning 
rod, but a direct stroke is likely to fuse 
them or tear them from their fastenings 
on account of their very small diameter. 
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Merchandising Stock Control 


A Method of Keeping Track of Daily Sales Which Gives a Check 
on Turnover, Slow-Moving Items and Stock Carried, and Enables 
the User to Forecast His Future Sales and Buying Needs 


ROPER co-ordination between buy- 
ing and selling is the aim of every 
merchandising business. The _ store 
which always has an ample supply of 
merchandise to meet its selling needs 
but never has so much that a large part 
of its capital is stored away on_ its 
shelves is the ideal store. However this 
condition is one which demands con- 
stant watchfulness on stock, a 
thorough knowledge of what every 
article of merchandise may be ex- 
pected to do, judging by its per- 
formance in the past, and an ac- 
curate gauging of the amount of 
sales to be planned for, judging 
by current conditions of the lecal 
market, such as increase in pop- 
ulation of the district, change in 
type of population and other 
factors. 

This knowledge of how the 
stock is moving, what amount is 
on hand, when to order each item, how 
much of it to carry, how much of it to 
classify as regular and how much as 
reserve stock, can only be obtained by 
the use of some system which will bring 
these points to light in the beginning 
and thereafter automatically indicate 
them. 

One of the best examples of mer- 
chandise stock control to be found in 
the metropolitan district is that in use 
by Kellogg & Bertine of New York City. 
The firm has been in business for ap- 
proximately twenty years and during 
that time their stock records have been 
kept so that they can find out in a few 
minutes exactly what business they have 
done on any item for any day, week, 
month or year over the whole time. 
Furthermore the past records indicate 
so clearly the trend of the business that 
they can make a fairly accurate pre- 
diction of the volume they will do for 
the next five years, barring any great 
change in local or national market con- 
ditions. 

The method consists of the use of a 
form, similar to the one illustrated here. 
Their stock is placed under twenty- 


six headings, so that every article they 
sell, whether of a staple or a style na- 
ture, can be listed under one or another 
classification. The business is done on 
a wholly cash basis and each morning 
the items on the cash slips of the pre- 
vious day are entered on this form. If 
there have been sold a dozen irons each 
is entered in the column for irons, un- 











1. Flashlights 

2. Irons 

3. Toasters 

4. Percolators 

5. Radiators 

6. Heating Pads 

7. Miscellaneous heating and cook- 
ing appliances 

8 Mazda lamps 

9. Dry Batteries 

10. Portable lamps 

11. Wire 

12. Repairs 

13. Vibrators and hair dryers 

14. Devices 

15. Thermos bottles 

16. Radio sets 

17. Fans 

19. Radio apparatus 

19. Radio apparatus 

20. Electric Toys 

21. Christmas Tree Lights 

22. Waffle Irons 

23. Teapots 

24. Grills 

25. Curling Irons 

26. Electric Stoves 








A section of a form such as is used by 

Kellogg & Bertine, with the various classi- 

fications of merchandise indicated by key 

numbers. Below it is a list of the 26 classi- 

fications under which sales are listed. The 

key numbers given here are not those in 
actual use by this firm 


der the key number for that article, 
the amount of each sale being given 
separately, together with a symbol for 
the make of the iron. Simple as this 
system is it affords a daily check on the 
volume of business being done on each 
article in stock, shows what lines are 
slow movers, indicates by totaling with 
the records of the past few days how 
much stock of that item is on 
hand and when to reorder and dis- 
closes whether or not sales quotas 
previously set are being filled. 
When it comes to setting sales 
quotas for the coming year and 
for each month during the year 
the system proves itself. If there 
has been a five percent increase of 
sales of percolators the year pre- 
vious over the preceding year and 
the same advance is to be noted 
from year to year over three or 
four years, then it is safe to as- 
sume the increase will occur during 
the coming year. Further than this, the 
records may show that the demand for 
a certain article has slumped .over a 
definite period each year for a number 
of years. If the conditions that caused 
this still prevail, buying for that period 
can be cut down so that supply will 
barely top demand and capital will not 
be tied up in excess of what is needed. 
Oftentimes a certain make of article 
will make an appeal to a merchant, 
either because it is very well-made, be- 
cause its manufacturer has adopted a 
very liberal attitude toward his retail 
outlets or for one of a dozen different 
reasons. However it may not have the 
same appeal to the public and as a con- 
sequence is slow-moving. The daily re- 
capitulation of sales by makes and types 
will indicate this infallibly and warn 
the merchant that no matter how much 
he personally likes this article he can- 
not afford to have it on his shelves. 
This matter of what might be called 
dead stock has been solved by Kellogg 
& Bertine in a courageous manner. It is 
their belief that there is nothing so de- 
moralizing as stock that will not move 
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and that collects only interest and dust. 
By watching their daily records they 
can very quickly’ detect these slow items 
and they waste no time in getting be- 
hind them and pushing them. First they 
try advertising and special displays. If 
these don’t bring results, they cut the 
price 20 percent. If this does not pro- 
duce action, another 20 percent comes 
off. A third cut of 20 percent is made 
if the stock still does not move and if 
this does not succeed in getting it off 
their hands, they give it away or throw 
it away if they cannot find anyone who 
even wants it as a gift. The main thing 
is to get it out of the store and take the 
loss rather than have it there to worry 
them. 


Whether used ‘in a small store, such 
as this, or a very large one this method 
of keeping track of daily sales would 
be valuable for indicating business done 
over definite periods and for setting 
sales quotas to shoot at. However, where 
timing of current ordering is concerned, 
it presupposes such a close and accur- 
ate knowledge of stock on hand by 
some one person that it would have to 
be elaborated for use in a very big 
establishment. Kellogg & Bertine, recog- 
nizing this, have worked out a system 
for use when their stock grows to the 
point where they cannot keep the figures 
on stock levels “in their head.” 

This also is very simple, consisting 
of placing each article in a stock-room 
bin in charge of a stock room clerk. 
Over each bin would be hung a manila 
card with a maximum and minimum 
stock figure entered upon it. The reg- 
ular stock, kept on display, would be 
set at a certain figure and kept at that 
figure by replacing each article sold 
with another from the reserve stock in 
the bin. If the minimum amount of 
articles in a certain bin were six, the 
stock room clerk would fill out a re- 
quisition when the reserve stock 
reached this level, the requisition show- 
ing both maximum and minimum fig- 
ures. This, when it came to the desk 
of the buyer, would show exactly how 
many of the articles to buy. If past 
records showed that this should be de- 
creased or increased for the coming 
period, the buyer could act accordingly 
and a new maximum established for 
that period. 

Two major factors in buying that 
Kellogg & Bertine watch very closely 
are turnover and delivery. The effect 
of a rapid turnover of stock is to de- 
crease the amount of capital invest- 


ment tied up in stock at any one time 
and this gives an opportunity to invest 
the capital released in other lines and 
obtain a doubled return from the same 
capital. It is equivalent to spreading 
the butter thin enough to cover twice 
the amount of bread that it would cover 
if it were spread thickly. The firm ex- 
pects a turnover of at least five times 
a year. If the daily recapitulation shows 
that the turnover is falling behind, no 
time is lost in finding and remedying 
the cause. 

Only enough stock is kept on hand 
to meet a normal demand for two weeks. 
Length of time of delivery has much 
to do with this and the location of the 
business being such that delivery of 
almost any item can be secured from 
a number of jobbers in from twenty- 
four to forty-eight hours, makes it easy 
to keep down to this level. Many elec- 
trical dealers who are situated two or 
three hundred miles from the nearest 
jobber would have to hold their supply 
on hand at a level which would take 
care of normal sales for three weeks 
or a month. However. the principle of 
keeping as little stock on hand as possi- 


ee 


ble and thus increasing turnover stil] 
would hold. 

In connection with this, it is the 
settled policy of the firm to deal with 
not more than six or seven jobbers. In 
this way they make their account of 
value to each one and have a right to 
expect quick service from them when 
it is needed. More than once they have 
turned down what have seemed like 
particularly advantageous discounts, be. 
cause they could not be sure of de. 
liveries when they wanted them. 

On seasonal articles, such as fans 
and heaters, their stock is even less than 
of staple, year-around articles. Num. 
bers of times, when ‘a particularly hot 
day seemed in prospect, they have 
loaded a couple of delivery boys into 
a taxicab and sent them to their jobber 
to obtain enough fans to take care of 
that day’s business. It has perhaps 
added in one way a little to their ex- 
pense of doing business, but the end 
of the season has not found them with 
a big stock of fans or heaters to carry 
over to the next season and to eat up 
with interest and depreciation charges 
the profits already made. 











Wanted: 


HE essentials for the permanence 
and success of radio are—public 
confidence and satisfaction with the 
goods sold, and a reasonable profit. 
Best results can be had in our line by 
an understanding throughout the trade 
that new goods and price changes will 
be announced to the trade only between 
June Ist and August Ist of each year 
and offered to the public not earlier 
than September Ist. This program al- 
lows the trade, during a relatively in- 
active season, to become familiar with 
the new goods and price changes, to 
move the remnants of the old line, pre- 
pare catalogues and campaign material. 
Development of this art is very rapid 
and great changes occur. Within a year 
or so it possibly would be advisable to 
have a supplemental date for such an- 
nouncements between January Ist and 
15th. This period usually shows some 
let up after the holiday trade and dur- 
ing stock taking changes which could 
not well be held off the entire season 
could be made public. 
Extreme claims as to the range and 


*Abstracted from address 
Trade Association. 


before the Radio 


Standard Radio Model Time: 


By M. H. 


JOHNSON 


power of receiving sets should be 
avoided. To minimize the influence of 
skillful handling of receivers is also a 
mistake. No good is accomplished by 
pretending that radio can be as popular 
in summer as it is in winter. Radio is 
seasonable in the same way as the auto- 
mobile. No one would seriously try to 
convince the public that automobiling 
was as easy or pleasant during the win- 
ter in this climate as it is in summer. 
Why make ourselves ridiculous by try- 
ing this same thing with radio? Radio 
sales can and will be made in summer 
but the demand never can compare with 
that in winter. 

It is to be hoped that there will come 
an agreement of opinion as the best time 
for offering new models and the condi- 
tion under which it is done. Without 
doubt we can then get the important ele- 
ment in the trade to respect this opinion. 
The same method can doubtless be used 
to standardize all trade practices. With 
this result accomplished we may feel 
that the commercial end of radio is be- 
ing handled with skill and intelligence 
comparable with that expended on the 
scientific and technical development. 
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How Some of Our Readers Express 
the Christmas Spirit 


These Letters Come From Concerns in Different Parts of the 
Country, But They Are so Personal That No Names Are Given 


A Check to Each 


We give te our journeymen a check 
for $7.50 and to our helpers a check 
for $5.00. The men seem to appreciate 
it for they thank me, and also they give 
me a present. It creates a better feeling 
all around. 





Size of Present Depends on Your 
Success 

It has been our custom each year to 
make a money present to our employees 
at Christmas time. This varies, of course, 
with whether or not we have had a suc- 
cessful year to some extent. 

We believe that our employees and 
ourselves form a very happy family, 
and that whether we gave them a Christ- 
mas present or not it would make very 
little difference in their action towards 
the company. We do feel, however, 
that we want to in some way express our 
appreciation for the faithfulness of our 
employees during the year. 

In regard to the outside public and 
our customers, we do not make such a 
present nor do we send them cards. 





Employees’ Appreciation 


We have been giving our employees a 
present of small amount of money, five 
to ten dollars each and a five pound box 
of the best candy we can buy, amounting 
to about six dollars. 

Yes, our employees do show their ap- 
preciation, by helping out in the store 
and working over time, on tree set re- 
pairs, etc., which come in the last min- 
ute, and trouble calls on same. 


Day’s Pay to Wiremen, Week’s 
Wages to Staff 

Beginning with the year we were or- 
ganized which was 1913 and continuing 
each year we have given a Christmas 
present to all of our employees. The 
last two or three years we have given 
one day’s pay to each of our foremen, 











DOES IT PAY? 


Christmas will soon be here and with it 
there will come to many a contractor the 
desire to express the holiday spirit in some 
way to his employees and perhaps to his 
customers. Knowing that many would like 
to do something but feel that they do not 
know what is best we asked a number of 
our readers what they did and if it paid. 

Here we have the answers and we feel 
that while the number is small they seem 
to decide that on the whole it pays. The 
outlay does not have to be great for peo- 
ple to understand that the boss doesn’t 
forget. 

—tThe Editor. 








journeymen, and helpers and a week’s 
pay to the engineering department and 
office. 

We believe that this establishes a spir- 
it of friendly cooperation and loyalty, 
cuts down turnover, and makes for de- 
sirability of employment. 





Cash Present 


We have always given our employees 
a cash present each year for a good 
many years. I do not know if they al- 
ways appreciate it or not. But we give 
it with the proper spirit at that. 





Day’s Pay at Christmas and Thanks- 
giving 

It is our custom to give our employees 
one day’s pay both at Thanksgiving and 
Christmas. In addition, at Christmas 
we give the office and store help a pres- 
ent of money to equalize the matter of 
wages. 

Our employees are very appreciative 
and we consider it well worth while. 





Not Appreciative 
We have worked this out in several 
different ways, and our frank opinion 
is, that we do not get much value from 
this. In other words, we have found 


there are very few of them who have 
shown their appreciation in any differ- 
ent way. However, we continue to do 
this in a small way each year. 





Discontinued Turkeys Because of 
Friction 

For the past few years we have con- 
fined our gifts to office employees and 
heads of departments only, and they 
have consisted of money alone. 

I recollect, several years ago, we used 
to endeavor to make gifts of turkeys at 
Thanksgiving, but the turkeys some- 
times varied a pound or two in weight, 
which caused considerable commotion 
among the recipients, especially the ones 
that got the small ones. So we finally 
discontinued this custom because of the 
dissatisfaction it caused. 

It is a very perplexing question, and 
we would like some light on the sub- 
ject after you have received your re- 
ports in from the various organizations. 





Gives Merchandise Bond 


We will probably continue our prac- 
tice of the past in giving the office 
employees at Christmas time a mer- 
chandise bond or some other form of 
merchandise. 





Builds Holiday Business by Gifts to 
Customers 

As far as our employees go, we gen- 
erally remember them with a cash gift. 
We do, however, work a Christmas plan 
for our customers, starting about April, 
and this is the second year that we have 
used the same plan. 

We contract, at that time, for one 
thousand reproductions in color of a 
famous painting and suitable for fram- 
ing. We have a few of these framed, 
placing them in our windows, in theatre 
lobbies, clubs, etc., with our card in the 
corner stating, that if those who are 
looking at it will call at our store and 
leave their name, we will be very glad 
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to reserve one of these at Christmas 
time for them. This brings them into 
our store at any time during the year to 
leave their names, and after the first 
week in December we send out a card, 
inviting them to call at our store and 
receive their gift. This brings them into 
our store twice and the second time is 
the time that we are most anxious to see 
them, as it is about the holiday time. 

This plan probably sold for us last 
year approximately $10,000.00 worth of 
merchandise. It worked so well, that in 
addition to the picture, we also bought 
this year one thousand high grade 
clothes brushes, and we are giving them 
their choice of the brush or the picture. 

We had a merchandise exposition here 
a short time ago and had slips printed, 
and got a great many people to check on 
their gift card the appliances that they 
owned, thereby showing us what they 
did not have. This knowledge will be 
valuable when these people come into 
our store next month to claim their pic- 
ture or brush. 

As stated before, we have used this 
plan for the past two years and we shall 
continue to use it, with a different pic- 
ture each year, until someone suggests 
something better. 





Gifts More Than Repay Us 


We make a practice every Christmas 
of remembering our employees with 
either a turkey or a money gift, and 
think the plan more than repays us in 
cooperation and _ assistance shown 
throughout the year. 


Socks and Stockings 
For the last few years we have given 
socks to male employees and stockings 
to the girls. They seem to like it and 
it is a good thing to remember them at 
Christmas. 





Bonus a Failure 

In common with thousands of other 
firms we have always felt the urge dur- 
ing the holiday season to remember cus- 
tomers and employees in some little 
way. In this connection, we have at 
various times tried a number of differ- 
ent plans. 

We regret to say that beyond the feel- 
ing of satisfaction through having done 
something which seemed good we have 
never had anything come back to us to 
indicate the effort might have been 
worth while. In saying this we natural- 
ly do not mean that any such gifts were 
given: with the thought that they would 





have a material value in returns through 
them. Unless there is a return, however, 
in good will and an increased warmth 
towards the company, then in our opin- 
ion any time and money expended in 
such a manner represents wasted effort. 

To answer your questions directly, we 
have for many years without exception 
presented each of our employees with 
Christmas presents. For some time this 
took the form of turkeys. This was later 
discontinued and a day’s pay was given 
to each of the workmen and a certain 
amount, arbitrarily determined, to the 
salaried employees depending upon the 
length of service, etc. Also we have on 
a comparatively few occasions distrib- 
uted attractive Christmas cards and cal- 
endars to our customers. Further, we 
had for a brief period the bonus system 
in operation; this we considered a flat 
failure. 

Bonus System Flaws 

With special reference to bonus prop- 
osition would say that in common with 
many others we felt at one time the 
great appeal which this seems to have 
when properly presented, not being able 
to see any real flaws. A trial of the 
system for a few years, however, has 
thoroughly convinced us of the futility 
of it. It is our belief the bonus system 
has the fatal error presented in the 
union labor proposition, namely that it 
not infrequently puts a premium on in- 
competency and creates a condition of 
mind where employees take for granted 
their right to something which was in- 
tended solely as a reward for specialized 
personal effort; in other words, a pre- 
mium for effort over and beyond any 
which might reasonably be expected 
from them. 

The bonus plan as we see it, while 
attractive in theory does not work out 
in practice. It would seem to have a 
demoralizing effect rather than the op- 
posite. Yet strange to say in common 
with many others we were thoroughly 
sold on the idea that the exact contrary 
would be the case. It may be entirely 
possible that there is a bonus plan 
adaptable to a business such as our own 
which might contain the good elements 
we expected to find in it and at the 
same time be free from those objection- 
able elements which experience has 
shown all these systems to possess. 

The above is a frank expression of 
our opinion and experience. We are 
naturally interested in the subject and 
feel in taking it up that you are working 
on something which has considerable to 


recommend ‘it and which should be of 
value to all employers. 





BETTER BUSINESS POLICIES 
NEEDED 


(Continued from page 14) 


to move along in the present groove of 
commercially unethical practice, with 
a resultant lack of profit in many lines, 

We are told that industrial organiza. 
tions must do nothing which savors of 
price agreements or engage in any dis. 
cussions which may be remotely inter. 
preted as leading to an understanding 
on prices. 

On the other hand, the United States 
Government recognizes the right of pub. 
lic service corporations to make a fair 
return on the investments as exempli- 
fied by the fixing of freight rates ona 
basis of a high wage to railroad em- 
ployees and a small return on invested 
capital. This right is further recognized 
by the state governments in fixing the 
rates at which electric light and power 
companies, not only may, but must 
charge for power furnished to cus 
tomers connected to their lines. 

In other words, the federal and state 
governments protect the investors in 
the stoeks and bonds of such corpora- 
tions as are engaged in public service 
work, Why then should the government 
not recognize the right of the manufac- 
turing industries to a proper retum 
and initiate such laws as will enable 
them to make a fair profit, and on the 
other hand, repeal such laws as prevent 
proper returns? Why should the federal 
government force all of us to pay ex: 
cessive freight and passenger rates in 
order to pay abnormally high wages to 
railroad employees on the one hand, 
and at the same time pass laws which 
will prevent industrial enterprises to 
so organize as to treat their employees 
with the same degree of liberality? 

Wherein are the employees of rail- 
road and other public service -corpora- 
tions so much superior to those engaged 
in industrial work? 

Why is it that such a large percent- 
age of all business started fails within 
three years of formation? It is not rea- 
sonable to assume that incompetence is 
by any means the cause of all such 
failures. 

The public generally is rapidly be- 
coming the owner of a larger and 
larger proportion of industrial stocks. 
May we not hope that the recognition 
of its right to a square deal is not 
far off? 
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Lighting Fixture 
Policies 
for Contractor-Dealers’ 


By H. H. COURTRIGHT 


Valley Electrical Supply Company, Fresno, California 
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FTER analyzing my subject, I fin- 

ally decided on covering the field 
of “Lighting Fixtures and Lighting” 
as it fits into our business. By this I 
mean my experience and ideas as to 
how this phase of our business should 
be better handled by the different 
classes of electrical contractors and 
electrical contractor-dealers. For that 
purpose I have segregated them into 
four different classes as affecting their 
fixture business: 

First:—The electrical contractor who 
wires office buildings and in- 
dustrial plants. 

Second :—The electrical contractor who 
wires residences and apatt- 
ment houses. 

*Third:—The electrical _contractor- 
dealer who has a small store. 

Fourth:—The electrical _contractor- 
dealer who has a large re- 
tail store, with several light- 
ing fixture show rooms. 

In analyzing these different classes, 
first let us take the electrical contractor 
who makes a practice of wiring large 
office buildings and industrial plants. 

This man is frequently classified as 
an electrical engineer. He is interested 
in, end applies lighting and lighting 
fixtures as they fit each individual job, 
because the architect is sold on a cer- 
tain type of lighting fixture, or because 
the architect wants a different type of 
lighting fixture than any other similar 
building in the city. If either of these 
is not the case, then the contractor can 
pick a good lighting unit and with or 
without the aid of the jobber’s sales- 
man, put over the sale. 

The commercial type of lighting unit 


*This paper was presented by Mr. Courtright at 
the recent Santa Cruz Convention of the California 
Electragists and was given a most enthusiastic 
reception. 


is generally handled on a 
very small margin. The elec- 
trical contractor who has no 
money tied up in a stock of | 
this type lighting fixture || 





For a profitable fixture business 
the contractor-dealer with a small 
store should keep all his capital 
working by 

Carrying only a sample line of light- 

ing fixtures; 

Writing his order on his jobber as 

Keeping his samples new and up to 

Working on a quick turnover. 

He should never purchase a spray- 
ing machine for if he does he will be 
matching color or selling special 
finisher when he should be selling 
finished fixtures. 

He should never try to manufac- 
ture fixtures but leave that to the 
manufacturer who is a specialist. 


he makes his sales 


date 














—H. H. COURTRIGHT. 








can compete and is in a 
better position than any other contrac- 
tor or dealer to secure this business. 

My experience in commercial light- 
ing units is that a dealer can only play 
a commercial lighting unit about so 
long; then it will pay him to change to 
another type; for as I mentioned, the 
architect is always looking for some- 
thing new and unless a dealer is a real 
lighting fixture dealer, a safer invest- 
ment is to follow the lines as I have 
explained. 

Second: Let us take the electrical 
contractor who wires residences and 
apartment houses. This man generally 
transacts his business from his home 
or from a desk in a combination office. 
His sales in lighting and lighting fix- 
tures are direct to the home owner or 
to the builder and are sold from a cata- 
log or by taking the customer to the 
jobber’s display room. 

At this time I might state that in 
the past three years there has been a big 
change in styles and prices of the light- 
ing fixtures sold by this type of electri- 
cal contractor. 


The lighting fixture manufacturers 
who but a few years ago were manu- 
facturing from one thousand to two 
thousand different styles of lighting 
fixtures have today reduced their sam- 
ple line to one hundred and some as 
low as fifty different types. These fix- 
tures are finished, wired complete and 
ready to hang, and each packed in an 
individual carton. By this method the 
manufacturer has built up a quantity 
production and a quick turnover which 





naturally means lower prices, so that 
today the electrical jobber finds fix- 
ture jobbing a profitable business. 
With this in mind, you can readily see 
how this type of contractor-dealer can 
sell from a catalog or from jobber’s 
show room, place his order with the 
jobber and have his complete order de- 
livered to the job within a day or two. 


Third:, Let us take the electrical 
contractor dealer who has an estab- 
lished place of business, in other 
words a retail store, doing a wiring 
business, retailing wiring supplies, 
carrying a few appliances and display- 
ing a sample line of lighting fixtures. 
This man is in a very dangerous posi- 
tion. If he ties in with a jobber who 
will at all times carry in stock a supply 
of lighting fixtures that this contractor 
dealer displays, then the dealer can 
place his order as he sells his fixtures, 
and receive a shipment over night and 
pay the jobber as he receives his money 
from his customer. If he would do this, 
it would be fine for he would then be 
in a position to compete with the elec- 
trical contractor who sells from a cata- 
log. But this contractor-dealer generally 
tries to carry in stock a quantity of 
from ten to fifty lighting fixtures of 
each sample that he carries on display. 
His reason for this is that it makes it 
easy for him to fill the order when 
sold, (in other words, he gets out of the 
job of writing up his orders to be sent 
to the jobber) ; or he makes a big pur- 
chase in ofder that his competitor can- 


(Continued on page 34) 
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Are You Using | } 








The public is beginning to know what the word 
“FElectragist” means. It was taken originally from an old 
Greek root, and means “to serve electrically” but it is not 
Greek to the public any more. They have learned that Elec- 
tragists translate it into good plain English as the desire 
and ability to give service, protection and responsibility. 
The name is becoming better known every day through its 
use in such ways as are illustrated below, in newspaper 
publicity, on direct-mail matter, letterheads, windows, 
trucks, etc. It is being used as an integral part of the names 
of local and state associations. It is being put in a class 
with the word “realtor” as a term indicating a bona fide 


SOME OF THE WAYS OF USING THAME 


Decalcomania signs on windows 

Seal or title on business cars 

As a part of firm name 

In regular newspaper advertising 

In special ‘‘Electragist’’ newspaper 
advertising 
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Your Own Name? 








eer member of a nation-wide association with ideals of public 


THAME “ELECTRAGIST” TO ADVANTAGE service and public responsibility. The public is realizing 
Hi 
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and envelopes 


10. On blotter and other hand-out or 


counter advertising 


. On the signs placed on jobs 

- On literature sent to customers 
On calling cards 
. On billheads, invoices, letterheads 


that the firm entitled to use this name is a firm with which 
it is worth while to do business that they can get from 
those firms service, good workmanship and responsibility. 

The few examples shown below indicate how members 
can use their name and their association seal to good ad- 
vantage. The national association can furnish all the 
material, such as electrotypes, decalcomania window trans- 
fers, and job signs. Any contractor-dealer who is eligible 
to use the title “Electragist” and does not is passing up 
a valuable mark of business distinction. 
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Repair Job Tags 


A System Now in Successful Operation on C. O. D. and Charge 
Accounts and on Outside the Shop Work 


WELL worked out system of three 
cards is being used quite suc- 
cessfully by the Childers Electric 
Company of Louisville, Ky., on repair 
work. 

When an appliance is brought into 
the company’s store for repairs the 
clerks are instructed to ask the custo- 
mer if she has a charge account there. 
If not, a pink card (3x 5%) as illus- 
trated, is tied to the article which signi- 
fies immediately to the repair depart- 
ment that the job will be C. O. D. 

When the repairs have been made the 
workman records on the lower part of 
the card the material and labor 
pended. The appliance with 
tag attached is then for- 


ex- 


name on each kind of tag. It is on the 
upper half. This has been found to be 
to the company’s advantage in a number 
of instances where the same appliance 
has been brought back for repairs with 
the same tag thereon, sometimes as 
much as a year later. 

“In other words,” A. G. Renau, Jr., 
secretary-treasurer of the company 
points out, “our name is right before 
the customer when repairs are necessary. 
For this reason it must be tied on the 
article where it will not inconvenience 
the user.” 

On both cards there is a space for 
noting whether the appliance was 


brought in “with or less” cord and plug, 
This has been found helpful more than 
once. Quite a number of appliances are 
brought in without the cord and plug, 
Unless a notation is made when it is re. 
ceived both the customer and the clerk 
are at a loss to know if they were on 
when the appliance was brought in. A 
check like this will very easily stop the 
possible development of any unpleas. 
antness. 

A third card, green in color (illus. 
trated), is used on jobs outside the shop. 
These cards, according to Mr. Renau, 
have saved the company many contro. 
versies because the customer is requested 

to sign for the workman’s 








warded to the bill clerk for 
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time, including the time go. 
\ ing from and reurning to the 





pricing. Childers Electric Co. ‘shop. Signing the card, it 
When the customer calls et ee ee Work Ticket No Date is claimed, makes an impres- 
for the article the clerk col- Date Received ee sion and causes the customer 
lects the amount shown on Charges $ Promised 7 _ | to remember that he signil 
the upper half and on the —s tor Wal Cal” | for the time. 
lower half fills in the | ou Cre - On large wiring jobs 
amount, cash sale, date, and apap ae Cash ca ——__—_— | where a considerable amount 
his initials. He tears off the foi » ws By CHILDERS ELECTRIC CO. | of labor is used, these green 
lower half and returns it to “ae — aspen Batt. city 135 suo] cards are signed in dupli- 
the bill clerk to be checked NE isn nn a | cate. The customer retains 
later on with the cash regis- os a Work Ticket No. ___ Date one for checking the bill at 
ter receipts qm 125 cons Ce the completion of the job 
If aC. O. D. tag is placed moray Full (with of ees rn | While the duplicate is turned 
on an article and for some Labor ale an rte | in by the workman with his 
reason or other the customer ‘ | daily time sheet. 
does not pay the charges im- TOTAL Repel end Serie Nes 
mediately, a charge is then Seep Soegen creat pat in. cen eee encee | | Toubte Mepereed 7 + Cost of Bad Lighting 
made from the repair tag CALL BEFORE REPAIRING | | Special Instructions 








and marked thereon. 

On charge accounts a 
white tag is used (illustrat- 
ed). After the article has 


A REPAIR CARD SYSTEM 
Above—Red, C, O. D. Tag 
Right—White, Charge Tag 
Below—Green, for Outside Work 
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tion of eye hazards in the 
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been repaired the workman 
records on the back of the 
lower half of the tag all ma- 
terials used and at the end of Por 
each day the lower portions 
of all the charge repair tags 
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are turned over to the bill eas hours on 
clerk and attached to the me 
work ticket to be invoiced. sc . 
Attention is drawn to the suc-nanny  NOTIOEAny qusation att time, sence oe lore roe 





position of the company’s 


Prevention of Blindness in- 
dicates that there is vital 
need for adequate lighting 
in the industrial plants. 
The report based upon 
this investigation states that 
millions of dollars are be- 
ing lost by the industries 
each year through loss of 
eficiency of employees di- 
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Conversion of Old Type 
Elevator 
to Electric Operation 


By F. A. WESTBROOK 


HE question often arises—how can 
an old type steam-operated eleva- 
tor be economically converted to elec- 
tric operation without causing a great 
deal of inconvenience in a plant already 
in operation and which in large meas- 
ure is dependent on its elevators to keep 
going ? 

Of course an entirely new outfit can 
be purchased but that is often not econ- 
omical and it also means that there will 
be a considerable period without eleva- 
tor service. On the other hand both of 
these objections may be overcome by 
using as much as possible of the old 
equipment with a new motor and con- 
trol apparatus. 

The Hardman Peck Piano Company 
of New York has just been through 
exactly this kind of an undertaking and 


with very satisfactory results in a five 
story brick building which has two 
elevators. 

In making the conversion it was a 
simple matter to mount the motors and 
control apparatus and install the wir- 
ing without disturbing any existing 
equipment. The apparatus was placed 
on the second floor instead of on the 
roof because this type of drive and con- 
trol lends itself to inside installation 
in any convenient location and saves 
the cost of a pent house. 


After this work had been done it was 
only necessary to shut down the eleva- 
tors, one at a time, long enough to re- 
move the loose pulleys and one drive 
pulley from the drive shaft, as well as 
the belt shifting fork, and then place 
the endless belt from the motor pulley 


to the remaining drive pulley of the 
elevator machine (Fig. 1). With every- 
thing in readiness beforehand it was 
necessary to shut down the elevator for 
only about three hours. 


One of the elevators has a ten horse- 
power motor and the other a five horse- 
power motor. They are both 220 volt, 3 
phase, 60 cycle, 1200 R. P. M., Western 
Electric slip ring type, which are par- 
ticularly. applicable to this service on 
account of the good starting torque. 


The arrangement of the control ap- 
paratus, made by the Monitor Control 
Company, is shown in the two illustra- 
tions. It will be noted from these pic- 
tures that everything is mounted on the 
ceiling. This is to economize floor space 
as much as possible and also to permit 
of the controller being coupled by 
roller chain and sprockets to the eleva- 
tor machine and thus assuring the pro- 
per timing. The controller is of the 
semi-magnetic, shipper rope type pro- 
viding no-voltage protection, pilot cir- 
cuit for hatchway limits, and push- 
button station in the car, in addition 
to phase-reversal protection. 

The installation was made by Mac 
Nutt, Watts & Tankard, electric en- 
gineers and contractors, New York. 








Figure No. 1 (Right)—View of electrical 
control apparatus, mechanical brake, etc. 
Note the conduit arrangement. In the 
center of the picture will be seen the 
shipper rope passing around a_ large 
grooved pulley to which the sprocket is 
rigidly attached. The chain passes from 
this sprocket to the electrical controller. 
When the conversion was made from 
belt drive to electric drive the surplus 
pulleys were removed from the drive 
shaft at the right of the picture, as well 
as the now useless belt shifting rods. 
This had to be done while elevator was 
out of service. Everything else was 
done during operation. 





Figure No. 2 (Left)—Motor Mounting. 
This shows another view of the same in- 
stallation as in Figure 1. It will be 
seen how the motor is mounted on the 
ceiling, with the fire-proof disconnecting 
switch in the motor feed circuit on the 
wall. The arrangement of conduits is 
also plainly shown. 
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(Continued from page 29) 
not secure the same line of lighting 
fixtures that he has on display. This 
contractor-dealer soon finds himself tied 
up with a large stock, his turnover is 
slow, and his overhead has raised. 

Lighting fixtures are a very danger- 
ous commodity to merchandise. If there 
is no building you cannot dispose of 
your stock of lighting fixtures at 50 
cents on the dollar, so you can readily 
see how much stronger a position this 
contractor-dealer would be in should 
building drop off. 

By this statement, some might think 
that this would not be playing fair with 
the jobber. I might state that the jobber 
is in a much better position if he, the 
jobber, carries the stock than having 
the contractor owing him money. 

I might also state that this type of 
electrical contractor dealer should 
never purchase a spraying machine. 





For a spraying machine generally 
breeds trouble. With this machine the 
contractor dealer is matching color or 
selling special finishes when he should 
be selling the fixtures. 

Another thing he should not do is 
to try to manufacture lighting fixtures, 
for the fewer fixtures a contractor- 
dealer of this type manufactures the 
more money he will make. 

Generally, when the contractor-dealer 
of this type manufactures a lighting 
fixture that proves to be a good seller, 
he immediately thinks that he knows 
more about making lighting fixtures 
than he who specializes in it. 

When a contractor-dealer gets this 
idea into his head he immediately puts 
in a large stock of lighting fixture parts. 
To manufacture and assemble his orders 
it generally takes from five to ten days 
to complete his job. You can readily 
see what advantage the contractor who 








a 


sells from the catalog has over a cop. 
tractor-dealer of this type. 

Fourth. We have the electrical cop. 
tractor-dealer who specializes on light. 
ing fixtures. This type of dealer has q 
number of individual lighting fixture 
display rooms. He generally ties up 
with a number of fixture jobbers and 
carries a certain line of lighting fixtures 
and redecorates them, or he may manu. 
facture practically all his fixtures. A 
firm of this type sells its lighting fix. 
tures more from an individuality stand. 
point or as decorations to the home, 
You will generally find that this dealer 
knows his business from a decorative 
standpoint as well as from a business 
standpoint. Naturally, the turnover in 
such a business is very slow and the 
overhead much higher; but there is a 
place in lighting fixture merchandising 
for this dealer and he can compete with 
the other electrical contractor-dealers, 


Unwired Houses Reduced to Negligible 
Quantity Through Co-operation 


ES you find cooperation in 


an undertaking, you are pretty 
certain to find also success and pros- 
perity. This is after all only another 
way of putting the old axiom, “In union 
there is strength,” and anyone who is 
skeptical on this point could very profit- 
ably spend a day talking to the con- 
tractor-dealers and central-station men 
of Springfield, Mass. 


No better example of the pleasant 
and helpful relations existing between 
the central station and the contractor- 
dealers is to be had than the coopera- 
tive house-wiring campaign which has 
been a spring selling feature in that 
thriving city of 140,000 population for 
some years. 


The central station there is the 
United Electric Light Company and, 
being controlled by local capital, has 
been very closely identified with civic 
progress. Its growth has been rapid, 


there now being over 33,000 meters on 
its lines, about 70 per cent of these in 
residences. The policy of the company 
has been to limit its activities to the 
manufacture and distribution of current 
and it has steadfastly remained out of 
the merchandising field. The contract- 





AN INVESTMENT! 


An Opportunity For Home Owners To. 


INSTAL ELECTRICITY 


ON THE MONTHLY PAYMENT PLAN 


Last year we made 2000 instalations—the greater part of them 
in private residences—making the banner year in our his*e.y, 
and this year we propose to beat that record. 


To make it possible for every home owner in Springfield to in- 
creaes the value of his property and the comfort and happiness 
of his family by equipping it with this greatest of all modern 
conveniences, we have arr ged with the electrical contractors 
to offer this attractive wiring plan for the month of May. 

Go to any electrical with an established 
place of business and he will give you his lowest 
cash price, with these most liberal terms: 





20% of the Contract Price on Placing Order 
The Balance on 10 Equal Monthly Payments 


The indications are that there will be a rush of applicants for 


wiring under this attractive plan and we advise placing your 
order now. 


Uniied Electric Light Co 











An Example of the Interest-Arousing Copy 
Written by the Central Station 


or-dealer and other retailers have done 
all the merchandising and contracting 
and that they have done a good job 
may be judged from the fact that in the 


bad year of 1921 they sold over $800,- 
000 in appliances and lamps alone, an 
average of over $5 per capita, to a pop- 
ulation of less than 140,000. The good 
will between all the branches of the in- 
dustry there is in a good measure the 
result of the unselfishness of the cen- 
tral station company and this good will 
has blossomed forth in the shape of co- 
operation profitable to each company 
and even each individual. 


The cooperative wiring campaign has 
been put on from April 15 to May 15 
every year for the past twelve and each 
year it has been highly profitable for 
both contractor and light company. For 
some time before the campaign is act- 
ually in operation the light company 
runs advertising matter in all the 
Springfield dailies, calling the attention 
of the public to the opportunity of hav- 
ing homes wired on a time-payment 
plan. Small advertisements, averaging 
a quarter page or less are run three 
times a week, both before and during 
the campaign, the cost of these being 
borne by the light company. Once a 
week a full page is run, the central sta- 
tion announcement in the center sur- 
rounded by the advertisements of indi- 
vidual contractors. Samples of the full- 
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| An Unusual Op portunity to Wire Your Property for Electricity 
———— 


These Local Contractors Are Co-operating With 
the United Electric Light Company’s Campaign 
Take Advantage of This Easy Payment Plan 
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EASY TERMS 
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Richard A. Turner & Co. 


Electrical Contractors 
44 Taylor Street 
River 5371 
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Wiring and Fixtures 


For Your Protection 
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Expert Wiring Service 
be pleased to ertimate the cost of your 
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Standard Gas and 
Electric Supply Co. 


“The Lighthouse at the Arch” 
123 Main St. Tel. R. 6580 


Ey 
For Satisfactory 


seal Wiring Servi 


Call River or 6138 
pS yt ote carve yoo preset ont me. 


 " aeciatiian ial 
We are cocperating with the United Blectrie Light 
Company's Campaign. 


|] cash price 
having nearly a year to pay. 


THIS IS the LAST CHANCE to 
Wire Your Home 


— FOR — 


ELECTRICITY 


AT THE LOWEST PRICE 
OF THE YEAR 


WITH A YEAR TO PAY 
From April 15 to May 15 
You Can Have Your Home Wired for Electricity on These Libera] Terms 
20% of Contract Price on Placing Your Order 
The Balance in 10 Equal Monthly Payments 


Call any reliable contractor having an established Dong 
rice and you can have your house wired at this 


Fvery Dollar You Spend in Electrical Instalation adds more than a 
Dollar to the Value of Your Property, besides adding to the comfort 
and happiness of every member of your family. 


United Electric Light Go| "Cr Wain seo 


An ELECTRAGIST does quality work in 
every detail of any job, large or small 
His servicing is dependable and trust- 
worthy, for he knows that goodwill ac- 
quired means more than the profit gained. 


HAVE AN ELECTRACIST DO YOUR 
ELECTRIC WORK 
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Before you let your wiring job. My price may be more 
attractive than you anticipate. 
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electricity 


Problems 
ww ety tt y be able te help 
Elected Werk Dane Promptly 
to Sait You 


a 3123-M 





























The Full-page Advertisement Used by the Co-operating Interests, Which Has Brought 
Large Dividends in Individual Business 


page and the quarter-page advertise- 
ments are shown. 

In all the advertising the feature of 
time-payments is heavily stressed, this 
being the special inducement which in 
all the campaigns has been the selling 
punch. The deferred payment proposi- 
tion is offered to any legitimate Spring- 
field contractor on wiring only of old 
houses on streets where the company’s 
wires are already installed. From the 
owners of these houses the contractor, 
upon receipt of the order to do the 
wiring, collects 20 percent of the total 
bill from the customer, the balance to 
be paid in ten monthly installments to 
the light company. The contractor 
however, agrees to add 5 percent to the 
total cost of the job so that a cash dis- 
count for payment within thirty days 
may be offered the customer. 


Upon completion of the work the 
contractor can take his statement to the 
central station office and within five 
days can collect 75 percent of the cash 
value of the job, relieving himself of 
any further connection with it with the 
exception of responsibility for refund- 
ing to the company in case the custo- 
mer should default on payments. To 
insure collection of accounts the light 
company has a form of lease for the 
wiring installation, these leases being 
furnished in duplicate form to the con- 
tractor. The original form is returned 
to the light company when it has been 
signed by the customer. The remain- 
ing 5 percent of the total cost of the 
job is retained by the light company 
for thirty days and then paid to the con- 
tractor in case the customer has not 
taken advantage of the cash discount. 


In cases where the wiring and the fix- 
ture work are installed by different 
contractors separate leases can be used 
for each. 

A campaign of this sort might very 
easily result in a number of bad ac- 
counts, if the responsibility of house 
owners is not carefully investigated. 
This work is done both by the contractor 
and the central-station company, but 
particularly by the contractor inasmuch 
as to obtain his money he must endorse 
the lease and become responsible for it. 
By investigating prospects thoroughly 
and having both husband and wife sign 
the lease, where the home is owned by 
the householder, losses are rare. 

An aid to the campaign has been a 
census of unwired homes made by the 
central station. A list of these houses 
is given to each contractor at the be- 
ginning of the campaign and he works 
particularly hard on those in his im- 
mediate territory. No attempt is made 
to assign territories in a hard-and-fast 
way or to apportion orders for wiring 
that may result from the campaign, 
since it has been found that the business 
resulting from the advertising spreads 
itself very evenly among the contractors 
participating. 

The current year’s campaign resulted 
in over 250 applications for © wiring 
being filed by the light company. Less 
than three percent of these were turned 
down as poor credit risks. This total, 
though impressive, is smaller than that 
of most other years, with the exception 
of 1921, when the business slump cut 
the number down to 125 leases. 

Both the central station and the con- 
tractors feel that the wiring of old 
homes is slowing up mainly because 
the supply is being exhausted by this 
annual intensive selling plan. There 
are still approximately 800 wumnwired 
houses in Springfield, but most of these 
are in sections that the lines of the com- 
pany do not touch and many of them 
are of such a nature that it would hard- 
ly pay either central station or con- 
tractor to make a drive for their busi- 
ness. For these reasons 1925 may be 
the first year in over a decade not to see 
a spring cooperative wiring campaign 
there. 

Whatever the decision on next year’s 
activities, the central station and the 
contractors will still have proved one 
thing. Lighting companies and con- 
tractor-dealers can cooperate and 
wherever they do, there you are going 
to find both goodwill and prosperity. 
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Chats on the National Electrical Code 


A Monthly discussion of wiring practice and questions of interpretation, pre- 
sented with a view toward encouraging a better understanding of the industry's 


Signs on Exit Light Citcuits 


A little thought will keep a contractor 
from placing a sign on a theatre emer- 
gency light circuit, on the ground that 
the sign is “normally kept lighted dur- 
ing the performance.” The separation 
of the emergency system from the house 
system is, as everybody understands, for 
the purpose of retaining some lighting 
to allay panic and facilitate egress if 
the main fuse blows. The integrity of 
the emergency fuse, therefore, is all im- 
portant. Why should signs and other 
appliances which do not contribute to 
these ends be permitted to increase the 


tendency of the emergency fuse to 
blow? 


Automatic Shoe Shiners 


These devices are beginning to have 
quite a vogue, and contractors who may 
have to install them or wire to them 
should be careful to obtain from the in- 
spection department permission to omit 
the external switch control. The nature 
of the device is such that an external 
switch should not be permitted, for, if it 
is, someone will surely turn it off. Then 
the customer will put the coin in the 
slot, get no result and proceed to smash 
the machine. With fuses in the device 
and other fuses on the line, the inspec- 
tion department will have to be content 
with the coin actuated switch. 


Trip the Curbstoner 


It may prove profitable sometime for 
the electragist to know that a curbstoner 
who does not conform to the local law 
cannot recover for work done. Such, at 
least, is the inference to be drawn from 
the decision on Gottesman vs. Baker, 89 
Misc. 440, 152 N. Y. Supp. 528, where 
a plumber failed to comply with the re- 
quirement to register annually as a con- 
dition precedent to engaging in the busi- 
ness of plumber in that city of New 
York. The court held that before he 
could recover for work he must plead 
and prove registration. 

I imagine that vigilance committees 
of electragists might accomplish con- 
siderable good if they would attack the 


most important set of rules 
By HUBERT S. WYNKOOP, M. E. 





In this department each month Mr. 
Wynkoop discusses very informally—and 
quite at random—some of the more im- 
portant inspection problems that confront 
the electragist. While Code Chats posi- 
tively must NOT be considered as an at- 
tempt at an official. interpretation of the 
Code, at the same time THE ELECTRA- 
GIST will welcome such comment as the 
subjects treated may develop. The infor- 
mation you can give upon local methods 
—your methods—of solving Code prob- 
lems cannot help being of great value to 
all those who are regularly engaged in 
electrical installation activities.—Editor. 








curbstoner from this angle. It’s only a 
step from violating business ethics to 
disregarding the law; and if the curb- 
stoner cannot collect for his defective or 
illegal work he must go out of business 
or reform—probably the former. 


Three-Way Switches 


So many contractors are in the habit 
of installing 3-way switch wiring prop- 
erly that they are puzzled by the follow- 
ing words which have been restored to 
P1204-A of the Code: “and shall be so 
wired that only one pole of the circuit 
will be carried to either switch.” Of 
course, the usual layout for a hall light 
is as shown in diagram 2. 
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But the cheese paring curbstoner en- 
deavors to save a wire and tries to get 
away with the method shown in dia- 
gram |. 


Note that both polarities are carrie) 
into the switches. Note also that ever 
other time the light is turned off th 
break comes in the grounded leg. 


Identified Wire on Three-Phase, Three. 





Wire 


Section 902F is very clear in requir. 
ing the grounding of one wire of ; 
lighting circuit taken from one phay 
of the primary. Section 601b calls fo 
the grounded wire to be identified ani 
tells how. 

But when 3-phase distribution is en. 
ployed the rule (902-E) is not specif 
enough to avoid all doubt, and co 
tractors sometimes assume that grouni. 
ing will be waived. Therefore they pr. 
vide no identified wire; and the inspec 
tion department lodges a violation. I 
such a case I think that the contractor 
takes an unnecessary chance, because he 
could have assured himself in advane 
as to whether grounding would hk 
waived. 

Literally, Section 601b requires the 
identification of one wire of all circuits, 
regardless of the grounding. I presume 
that the intention is to get an identified 
wire anyway, and this saves the trouble 
and expense of changing, if it should 
happen (as in the case of 2-wire direct 
current circuits) that it was decided a 
an afterthought to demand grounding. 

On the other hand, some may argue 
that an identified wire on an wu 
erounded circuit gives a false indication 
and is therefore undesirable. 


Outlets Near Floor 


There is no rule in the Code for o 
against the placing of outlets in base 
boards. Some contractors seem to be 
lieve that there is. I am told by exper: 
ienced construction men that they prefer 
to place these outlets in the plaster just 
above the baseboard for the reason that 
they can more readily predict the fin- 
ished surface of the plaster than of the 
baseboard. They say that they are 
often required to return to the job to 


reset boxes in baseboards, but seldom 
for those in plaster. 
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D. B. Clayton, Birmingham 


Among those closely identified with the rapid 
development of the South electrically in recent 
years, has been D. B. Clayton, of Birmingham, Ala. 
Mr. Clayton is a product of the South, having been 
born at Columbia, S. C., in 1890 and almost his 
entire business career has been ,in the territory 
below the Mason and Dixon line, where he has 
become known as one of the leading and progres- 
sive industrial and commercial electrical construc- 
tors. His initiation into the industry took place 
through the medium of a two year apprentice course 
at the Pittsburgh plant of the Westinghouse Elec- 
tric & Manufacturing Company, but following this 
he was assigned to the Atlanta office of the com- 
pany, where he went into the clerical department. 
When he resigned in 1916 he had become a sales- 
man and this was the line he followed in his next 
connections, with the Piedmont Electric Supply 
Company, of Ashville, N. C., and the Matthews Elec- 
tric Supply Co., of Birmingham, Just two years later 
he joined the electrical force of the Tennessee Coal 
& Iron Company, which was then constructing its 
Westfield steel plant in Birmingham. On July 1, 
1919, he struck out for himself and organized with 
his present associates the Mill & Mine Engineers, 
Inc., which is one of the large industrial and com- 
mercial electrical construction companies of the 
South. He has been active in association work since 
the recent formation of the Alabama Association 
of Electragists and is now serving that body as 
Secretary-Treasurer. 








Electragists You Should Know 











W.A. Straith, Winnipeg 


W. A: Straith was born in Canada thirty-three 
years ago and since then has devoted his energies 
to getting around and accomplishing things, He 
took his first job, in the hardware department of 
a department store, at the age of 14, but shortly 
afterward got his first electrical experience with 
the Bell Telephone Company. College next beckoned, 
but owing to ill-health he was forced to get outdoors 
again and did it as an employe of a municipal light 
and power department. A year later he went into 
marine work on the Great Lakes and in 1910 went 
west to Winnipeg, entering the service of the Otis- 
Fensom Elevator Company in the repair depart- 
ment, leaving in 1913 to become mechanical super- 
intendent for the Boyd Electric Company, Ltd., of 
Brandon, Manitoba, and returning to Winnipeg in 
1914 with McLean & Company, mechanical and 
electrical engineers. Owing to slack werk during 
the early part of the war he drifted into the moving 
picture business for several months but soon re- 
turned to the electrical field with the Pioneer Ele- 
vator & Motor Company, Ltd., where he became 
superintendent. Owing to union activities in 1918 
he was forced to resign and found other doors of 
employment closed to him. This worried him little 
and his reply was the formation, with others in the 
same position, of the Western Elevator & Motor 
Company, Ltd. He is on the executive Committee 
of *the Canadian Manufacturers’ Association, has 
served as president of the Winnipeg Electrical Con- 
tractors-Dealers’ Association, of which he is now 
vice president, is a member of the local Code Com- 
mittee and has been prominent in local legislative 
activities concerning electrical work. 





























As It Seems To Us: 








There Is Only One Point of View 


The manufacturers are beginning to give consideration 
publicly to the problems of distribution of electrical pro- 
ducts. To us this is most gratifying; because, although the 
other branches of the electrical industry had shown a real 
desire to work on the problems outlined by the Merchandis- 
ing Policies Committee of the Association of Electragists in 
its now famous report on Unbalanced Distribution, the manu- 
facturers have always hestiated to give it public recognition, 
actuated undoubtedly by the restraining influence of the 
possibility of a Federal Trade Commission investigation. 

Elsewhere in this issue the question of distribution 
policy is raised by two manufacturers of note. One, the presi- 
dent of the Electric Power Club, offers no solution; but it is 
of no small moment when the leader of an organization, 
made up of members who produce more than three quarters 
of the power apparatus sold in this country, comes out with 
the definite statement that the organization is not functioning 
as it should until it gives close study to the commercial 
problems as well as the technical and production problems. 

The other, the chairman of the board of the second 
largest electrical manufacturing organization in the United 
States and a very large factor in the production of electric 
heating appliances, stated before the Electrical Supply Job- 
bers’ Association that the country’s light and power com- 
panies are rapidly being absorbed in very large systems, and 
that they will buy direct from the manufacturer, so that the 
customary method of going through the jobber and contrac- 
tor-dealer to the public will have to prove its right to exist- 
ance by competition in service to the customer. 

In this we agree perfectly. It has always been our con- 
tention that the retail outlet that served the public best would 
ultimately get the business. 

However, there were certain points which, because of the 
commanding position of the speaker in the industry and 
because of the importance of the occasion, ought not to 
go unchallenged. 

When the speaker said, “The all important thing, from 
the standpoint of manufacturer, jobber, contractor-dealer 
and public alike, is not discounts but the increase in the 
volume of business—‘turnover’ in a word,” he was not really 
looking at the problem from the standpoint of the trade but 
of the producer. 

Turnover, it is true, gives more business per dollar in- 
vested but there is an economic limit beyond which turnover 
is prohibitive. It costs money to secure turnover. A good 
many people feel that turnover is a matter of reducing stocks 
and then keeping them moving fast. That is true so far as 
it goes, but it does not take into consideration adequacy of 
stocks to give service. When that is considered, turnover 
implies effort to move goods and sales effort costs money. 

Too many dealers have found to their sorrow that the 


larger the volume of sales the greater the red ink. The fag 
are that electrical appliances at present margins cannot |; 
energetically marketed at a profit by the retailer. 

The next point to which we take exception is that rely, 
ing to the servicing of appliances. If it were true that servic. 
ing were such an important factor the retail sale of ap. 
pliances would never have gotten out of the hands of ele. 
trical men. The fact is that the public in buying electrical 
appliances now feels that it is buying a commodity that js 
well made. If something goes wrong the natural tendency 
is to take it to some reliable electrical dealer to fix it, pro. 
vided it cannot be fixed at home. 

However, there will be no reliable electrical dealer 
scon if the manufacturers don’t stop looking at this problem 
from their own point of view. There is only one point of 
view for them and that is from the standpoint of the retailer, 
He is their outlet and if they will only see that it is to their 
everlasting advantage to stop trying to defend their ow 
actions, and to begin trying to find out what the trouble 
actually is, they will see the solution and begin to enjoy 
that volume of production they desire. 

Dissatisfied retailers never helped boost production. 


Our Place in the Sun 


In another month we will be beginning another year— 
a year that holds forth greater promises for the electrical 
contracting industry than any previous year. It will be the 
year of recognition. The rest of the electrical industry con- 
sciously or unconsciously has always dealt with the electrical 
contractor and contractor-dealer, as a class, in a patronizing 
sort of way never considering him as having the ability to 
be a real constructive force. 

There is every indication that 1925 will see a complete 
reversal of opinion, if we can judge by the evidence already 
at hand. 

But there must also be a reversal of opinion by the 
contractors themselves. They must understand that they are 
engaged in a fundamental business; that they hold in their 
hands the real development of electricity. They must under- 
stand that any industry that has installed electric service in 
the buildings of the best electrically served nation of the 
world is a very important and dependable industry and is 
not composed largely of incompetents or irresponsibles. 

The good we do is never heard of; only the bad is 
magnified. Let us get a true perspective and understand that 
good work predominates—that contractors as a whole are 
responsible and competent. Let us understand that ours is 
not the lowest branch of the electrical industry, but as im- 
portant as any other because it is the fundamental part. Let 
us remember that our own impressions about ourselves are 
apt to be the highest anyone will have. 
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Chicago Contractors Defeat City in 
License Fight 


Supreme Court Holds Ordinance Requiring Licensing and Inspection Fees 
Void for Lack of Authority to Enforce it and Rules that State Must 
Expressly Delegate Such Police Power to Cities 


The Chicago ordinance requiring 
licensing of electrical contractors and 
imposing fees for the inspection of elec- 
trical construction work has been de- 
cared void by the Supreme Court of 
Illinois, for want of authority to en- 
force it. This opinion which was ren- 
dered on October 28 reverses the former 
decree of the Circuit Court in the case 
of Harry Arms et al versus City of 
Chicago et al. 

The Chicago licensing and inspection 
fee ordinance has been a sore point with 
the electrical contractors for some time, 
not so much because licenses and fees 
are required as because the administra- 
tion of the ordinance has been such that 
the contractors actually received little 
benefit from the money paid into the 
city treasury. Not only did the license 
board grant licenses to virtually all who 
applied, thus in large measure defeating 
its very purpose; but it also appeared 
that the revenue received from inspec- 
tion was far in excess of the money 
spent by the city in making inspections 
So great was the difference that the con- 
tractors felt that they were being taxed 
to carry on other city activities. 

Being unsuccessful in securing an en- 
forcement of the ordinance more in 
keeping with the spirit thereof the Elec- 
trical Contractors’ Association of Chi- 
cago attacked the validity of the act first 
through the circuit court where it lost 
and finally to the Supreme Court. 

The contractors questioned the right 
of the city to enforce such an ordinance 
on the ground that it involved the use 
of police power which had not been 
granted by the State. The city coun- 
tered with numerous sub-sections of the 
City and Village Act specifying certain 
powers which any city might enforce. 
These powers the court held as specific 
and in no case do they refer to the 
licensing of master electricians or to the 
collection of fees for the inspection of 
electrical construction work. 


The court prefaced its remarks in this 
connection with the enumeration of cer- 
tain principles that must be followed by 
every municipality in the enactment of 
ordinances as follows: “The constitu- 
tion vests the legislative power of the 
State in a General Assembly. That body 
may exercise the power directly or it 
may create municipalities and delegates 
to them, for purpose of local govern- 
ment, such portion of the power as it 
sees fit to grant. Any power so dele- 
gated may be taken from the munici- 
palities by the General Assembly at its 
pleasure. Municipal corporations de- 
rive their existence and their powers 
solely from the General Assembly. They 
have no inherent power. In order to 
legislate upon or with reference to a 
particular subject or occupation they 
must be able to point out the statute 
which gives them the authority to do so. 
Statutes which grant powers to munici- 
pal corporations are strictly construed, 
and any fair or reasonable doubt of the 
existence of such powers is resolved 
against the municipality which claims 
the right to exercise them. The implied 
powers which a municipal corporation 
possesses and can exercise are those 
necessarily incident to the powers ex- 
pressly granted. Since a city has no 
power, except by delegation from the 
General Assembly, to license any occu- 
pation or to require the payment of a 
tax for the privilege of engaging in it, 
the power must be expressly granted in 
the city’s charter or necessarily implied 
in or incident to the power.” 





New Wiring Code Recom- 
mended for Cleveland 


The proposed new municipal wiring 
code for Cleveland, as drawn up by a 
sub-committee of the wiring section 
committee of the Cleveland Electrical 
League, has received the official ap- 
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proval of the league’s board of direc- 
tors. The next step will be the recom- 
mendation to the Cleveland city coun- 
cil that the code be adopted as a muni- 
cipal ordinance. 

Other current activities of the local 
organization in the Ohio city include 
the drafting of a program of work for 
1925 and the display of three more 
electrical homes. These homes, the 
nineteenth, twentieth and _ twenty-first 
to be shown by the league, were kept 
open three weeks during November. 

A new addition to the league staff 
is F. L. Kelly, accountant, who will act 
as league representative in charge of 
service to lighting fixture dealers. 





Wisconsin Plans for Annual 


Convention 


Plans were laid for the holding of the 
1925 meeting of the Wisconsin State 
Association of Electrical Contractors 
and Dealers at the quarterly meeting 
of the association, held October 23 at 
Madison. The annual convention will 
be held at the Pfister Hotel, Milwaukee, 
on January 28, 29 and 30. It is not the 
intention of the association to have a 
three-day meeting, but rather to start 
the sessions at one o'clock, p. m., on 
January 28 and hold the annual banquet 
on the evening of January 29. A gen- 
eral meeting will not be held on January 
30, unless there is important unfinished 
business left over from the previous 
afternoon, but meetings of the new exec- 
utive committees will be held. 





To Get a New Name for ‘‘Con- 
venience Outlet’’ 


At the fall meeting of the Advisory 
Publicity Council of the Society for 
Electrical Development held in New 
York on November 11, it was unani- 
mously agreed that the term “conven- 
ience outlet” had outlived its purpose. 

Various names, some of which are 
now being used locally, were proposed 
but rather than decide on a name it was 
felt best to learn what the public com- 
monly calls them. This will be done 
quickly through the various electrical 
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homes and the information gained is to 
be used as a guide by a carefully 
selected group of publicity experts who 
will be asked to select a name that will 
have a quick public acceptance. 

The council has asked the various 
electrical publications to suggest to the 
industry that it refrain from making 
any change in terms until a name is 
selected which meets with the approval 
of the entire industry. 





Jacksonville to Have Elec- 
trical Show 


An electrical show, sponsored by all 
electrical interests in Jacksonville, Fla., 
will be held the week of December 8 in 
the Billy Sunday tabernacle in that city, 
according to the announcement of the 
Jacksonville Electrical Contractors and 
Dealers Association. 

Plans for the show are being made 
under the direction of F. B. Vary, who 
serves as chairman of the general com- 
mittee. Other committees were appointed 
to take care of entertainment, budget, 
publicity and advertising, finance, dis- 
play and concessions. 

The members of the association were 
addressed on November 29 by Laurence 
W. Davis, general manager, Association 
of Electragists—International, and Sam- 
uel Adams Chase, Westinghouse Elec- 
tric & Manufacturing Company. 





Ballotting for A. E. I. Execu- 
tive Committeemen Ends 


Voting for executive committeemen 
from various divisions of the Associa- 
tion of Electragists, International, 
closed on December 1. The results will 
be announced after the count, which 
will be taken on December 10. The 
nominees were as follows: 

For one year from the Eastern Divi- 
sion, W. Creighton Peet, New York 
City, and James R. Strong, New York 
City (name withdrawn); for one year 
from the Great Lakes Division, L. G. 
Ross, Superior, Wis., and Ernest Mc- 
Cleary, Detroit, Mich; for two years 
from the Southern Division, J. A. Fow- 
ler, Memphis, Tenn., and Robley S. 
Stearnes, New Orleans, La.; for two 
years from the Central Division, A. 
Penn Denton, Kansas City, Mo., and C. 
J. Sutter, St. Louis, Mo.; for one year 
from the Mountain Division, E. C. 
Headrick, Denver, Colo, and George R. 
Randall, Salt Lake City, Utah; for two 
years from the Pacific Division, Clyde 


L. Chamblin, San Francisco, Cal.; for 
one year from the Western Canadian 
Division, J. H. Schumacher, Winnipeg, 
Man., and C. C. Carter, Vancouver, 
B. C.; for two years from the Eastern 
Canadian Division, R. A. L. Gray, To- 
ronto, Ont., and Harry Hicks, Toronto. 





To Have Red Seal Specifica- 
tions for Stores 


The preparation of a specification for 
store wiring and lighting to be operated 
in connection with the Red Seal system 
has been authorized by the board of di- 
rectors of the Electric Service League 
of Toronto, which fathered the orginal 
Red Seal plan for homes and leased it 
for use in the United States under super- 
vision of the Society for Electrical De- 
velopment. The nature of this addition 


—, 


to the Red Seal campaign in Toront 
will be announced when specification; 
have been completed. 

Reports on the Red Seal work of th 
league up to October 15 show that th 
average number of outlets for Red Seq) 
houses in Toronto is 57, while that fo, 
non-Red Seal houses is 41. 





Charlotte, N. C., Adopts Ney 
Electrical Code 


A new electrical code, covering 4l| 
phases of electrical installation ha 
been adopted by the city commission 
of Charlotte, N. C., and is now jy 
force. One of the main features of th: 
new ordinance is the provision that all 
electricians who do work in the city 
must pass a satisfactory examination 
and be given a certificate of competency, 








Tenncssee Electragists Talk Merchan- 
dising Problems at Convention 


The thirteenth annual convention of 
the Tennessee Association of Electra- 
gists, held October 27-and 28 at Nash- 
ville, devoted the greater part of its 
business session to the consideration of 
the merchandising problems of the 
electrical contractor-dealer. 

At the first business session, held on 
the morning of October 27, the electra- 
gists were welcomed to Memphis by 
Mayor Hillery Howse and after J. A. 
Fowler, secretary, had responded for 
the association, the minutes of the 1923 
meeting were read, convention com- 
mittees were appointed and reports of 
standing committees were submitted. 

Merchandising took the floor, howev- 
er, at the Monday afternoon meeting, 
with an address on “How Can the Con- 
tractor-Dealer Establish Himself Suc- 
cessfully in the Field of Merchandis- 
ing?” delivered by J. T. Shannon, 
Nashville. Mr. Shannon declared that 
larger percentages of profit must be al- 
lowed retail dealers by electrical equip- 
ment manufacturers to make the retail 
end of the business profitable. Other 
speakers concurred and a committee was 
appointed to take the matter up with 
manufacturers. 

Burns Stewart, Memphis, substituted 
on the program for J. J. Brennan, urged 
that the retail supplies business be dis- 
associated from the business of selling 
electrical power. 

Another speaker was George E. Ja- 


quet, of the Society for Electrical De. 
velopment, who discussed the better 
home lighting contest. 

Discussion of the relation of the elec. 
trical jobber to the contractor-dealer 
and the problems confronting both oc 
cupied the greater part of the conclud. 
ing session on Tuesday afternoon. W. 
R. Herstein, president, Wesco Supply 
Company, Memphis, and chairman, pol: 


icy committee, Electric Supply Jobber f 


Association, whose paper on this sub 
ject at the A. E. I. West Baden Conver 
tion attracted so much favorable com 
ment, covered this ground again for the 
Tennessee electragists and urged them 
to cooperate in giving the jobbers every 
assistance in establishing and mait- 
taining correct policy. 

The two other addresses on this ses 
sion’s schedule were on “Radio Mer 
chandising” by R. L. Clift, Memphis, 
and “Estimating” by Charles Wright, 
Knoxville. 

Election of officers for the ensuing 
year took place at the closing ban- 
quet, which was tendered the delegates 
by the Braid Electric Company. They 
are: president, Emmett Scott, Memphis; 
first vice president, J. G. Cason, Knox- 
ville; second vice president, R. L. Clift, 
Memphis; third vice president, John 
Mullen, Nashville; secretary-treasuret, 


J. A. Fowler, Memphis. 


The convention will meet next year 


at Chattanooga. 
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Municipal Electricians Hold 
Successful Convention 


The subject of street lighting was the 
main topic of the well-attended annual 
convention of the International Asso- 
ciation of Municipal Electricians, held 
Oct. 14 and 15, at Augusta, Ga. The 
meeting, which was presided over by 
J. L. Caldwell, president, was signal- 
ized by an attendance of 170 from all 
parts of the country. 


“Business follows light” is an axiom, 
according to L. A. S. Wood, illuminat- 
ing engineer, Westinghouse Electric 
and Manufacturing Company, whose 
paper on “Special Street-Lighting 
Problems” met with unanimous approv- 
al. The speaker asserted that while 
street lighting involved the study of 
illumination and artistic character of 
the units, one of the most important 
problems concerned methods of financ- 
ing. It was his belief, he continued, that 
best results were gotten when the city 
installed and owned the street-lighting 
system and purchased power. 





New Underwriters’ Standards 
for Braid Weave on 
Code Wire 


Means for classifying braids on rub- 
ber-covered wire in sizes No. 8 B. & S. 
guage and smaller as to closeness of 
weave and covering capacity have been 
made available for the first time as a 
result of new standards announced by 
the Underwriters’ Laboratories. The 
new standard will not be put into effect 
until January 1, 1925 and all present 
stocks of labeled wire made, purchased 
and used in good faith complying with 
requirements now in effect will be rated 
as standard as heretofore. Much of this 
wire satisfies all demands of the new 
specification. 

The action is the outcome of com- 
plaint for some years by manufacturers 
that there has been no standard whereby 
braids could be adjudged bad or good. 
The increase in the cost of cotton, ac- 
cording to manufacturers, being one of 
the most important factors in the cost 
of making rubber-covered wire, has led 
some producers to coarsen the weave of 
the braid. The general intent of the 
new standard is to insure that the sur- 
face of the rubber insulation is well 
covered where wires are twisted or bent 
as well as when they are lying straight. 

The Underwriters’ Laboratories state 


that no action by inspection authorities, 
contractors or users of rubber-covered 
wire is necessary or desired in this con- 
nection as the operation of the label 
service program will insure the prompt 
and general application of the new spe- 
cifications after the specified date. 





Kirkland to Supervise Red 
Seal Plan 


H. B. Kirkland, vice-president of the 
American Wiremold Company and 
president of the Electrical League of 
Hartford, Conn., joins the headquarters 
staff of the Society for Electrical De- 
velopment Dec. 1. He will supervise 
the society’s general activities affecting 
wiring and particularly “The Red Seal 
Plan. 

















H. B Kirkland 


He will co-ordinate the recommenda- 
tions of the Red Seal advisory. commit- 
tees, appointed by the various national 
associations, and will be available to 
assist national organizations in the de- 
velopment of other cooperative pro- 
grams for the advancement of wiring 
standards. . 





Official Code Interpretations 
Assured 


Official interpretations of the National 
Electrical Code are assured as the result 
of the decision arrived at by the Elec- 
trical Committee of the N. F. P. A., at 
its meeting on November 21 to establish 
a committee on Code interpretation. 
Just how this committee shall function 
and what its personnel shall be are to 
be taken up by a special committee 
which is to report back at the next 
meeting. 

This was an important meeting of the 





Electrical Committee in that it discussed 
and settled a number of questions that 
have been hanging fire for some time. 
Among the things accomplished was the 
abolishment of the New Developments 
Committee. Hereafter new develop- 
ments are to be referred to the main 
committee, 

There were many sides to the ques- 
tion of frequency of meeting and it was 
finally decided to meet at least once a 
year. The next meeting will take place 
sometime during February. 

At the February meeting plans will 
be taken up for the appearance about 
mid-year of a 1925 edition of the Code. 
Proposals for Code changes should be 
forwarded to A. R. Small, 109 Leonard 
Street, New York, before Dec. 15. 





Electragists Get Second Mem- 
ber on Electrical Committee 


The Association of Electragists, at the 
request of the National Fire Protection 
Association, has appointed an addi- 
tional member on the Electrical Com- 
mittee which has charge of all National 
Electrical Code revision. 

The new member is Allen Coggeshall, 
first vice-president of Hatzel & Buehler, 
Inc., New York. He will be associated 
on this committee with A. Penn Denton, 
senior member from the Association of 
Electragists. 

Mr. Coggeshall is an electrical engin- 
eer and contractor of many years exper- 
ience. For some time he has been asso- 
ciated with THE ELECTRAGIST as 


advisory editor on construction practice. 





Commerce Chamber Business 
Principles Accepted by Many 
Members of A. E. I. 


The principles of business conduct 
drawn up by the United States Chamber 
of Commerce and indorsed by resolu- 
tion at the 1924 annual convention of 
the Association of Electragists, Interna- 
tional, are being accepted by many in- 
dividual members of the A. E. I., over 
three hundred and fifty having returned 
signed pledge cards in the first three 
weeks after the cards were distributed 
to the membership. 

The firms and individuals pledging 
themselves to the observance of these 
rules receive certificates from the Cham- 
ber of Commerce for display in their 
stores and offices to show that they have 
accepted the obligation of maintaining 
high standards in their business. 
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Texas Now Has Permanent 
State Organization 


The temporary Texas state organiza- 
tion of electrical contractors which was 
formed at a meeting last spring has 
now been made permanent and plans 
for the future include an aggressive 
drive for membership throughout the 
state as the result of the recent meet- 
ing at Houston. The executive person- 
nel is practically the same as for the 
temporary organization with one ex- 
ception, J. W. Read, of the Read Elec- 
tric Company, Houston, having taken 
the place of Charles W. Graham, Dal- 
las, as secretary-treasurer. Mr. Graham 
had presented his resignation from 
office on the ground that he did not 
have sufficient time for the work. 

Other officers of the association are 
as follows: president, T. L. Farmer, 
Dallas; vice president, E. M. Dupree, 
Houston; directors, N. G. Buskner, 
Harry Wharton, E. T. Barden, Rap 
Prather, H. FE. Jacks, A. E. Hancock, J. 
J. Owen, E. C. Dosch, R. W. Walker, 
W. C. Sturdevant, E. B. Dixon, and 
Max Levy. 


As a means of getting quick action in 
the securing of new members, each of 
the officers and directors has been ap- 
pointed chairman of the membership 
committee for his home city. Yearly 
certificates of membership will be 
issued to members and the annual 
charge has been fixed at five dollars. 

Definite plans have not been made 
for the next meeting, but it is probable 
that it will be held at San Antonio. 





Trade-Ins and Returned for 


Credit 


The Tri-City Electric Company of 
Moline, Ill., has found it necessary to 
establish a policy on fixture trade-ins 
and returned radio tubes which it an- 
nounced to its customers in the follow- 
ing way: 

“The greater demand for better light- 
ing equipment and the many re- 
quests we have had to accept obso- 
lete fixtures in exchange for modern 
lighting equipment prompt us to state 
that obsolete equipment is OBSOLETE. 

“Radio tubes cannot be returned for 
credit. You would not buy tubes that 
have been in use and we make sure that 
a tube you buy from us has never been 
used by positively refusing to allow 
them to be returned.” 


Salt Lake’s Newest Electrical Home 


The third electric home to be built 
under the auspices of the Rocky Moun- 
tain Electrical Cooperative League was 
opened in Salt Lake City Oct. 18. The 
home remained open for a period of 
nine days and was viewed by an attend- 
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Salt Lake’s Third and Most Successful 
Home 


ance of 7,507 persons. Special care ‘was 
taken to have the lighting of the home 
conform to the latest and best practice 
as an aid to contestants in the Better 
Home Lighting contest. The lighting 
was laid out according to the ideas of 
the Lighting Service Bureau and fix- 
tures were selected from the various 
fixture houses according to the type 
desired for a particular lighting prob- 
lem. 

Two booklets were distributed, one 
showing the features of each room 
which allowed the public to check each 
item as they went through the house; 
the other showed the advantages of the 
convenience outlet. 

That the electric home appeals to the 
best class of people was definitely 
proven during the exhibit by the fact 
that over 90 percent of the visitors 
drove there in their automobiles, while 
only 10 percent used the street cars. 

Approximately $537 was spent 
handling the attendance, making the 
cost per individual about 7 cents. 

The home was a modern, two-story, 
brick residence and was wired bv the 


Modern Electric Company. The com. 
mittee in charge consisted of E, 
Eardley, G. R. Randall, L. B. Johnson 
and E. A. Evans. 

Another means of conveying the me. 
sage of better lighting to the public 
was the booth shown by the league a 
the Utah State Fair at Salt Lake City, 
The interior of the exhibit showed , 
completely furnished living room, and 
by means of a flasher arrangement the 
contrast between proper and improper 
lighting was very effectively demon. 
strated. 





Iowa Electragists at Waterloo 
Convention Adopt Plan to 
Confer with Architects 


The Iowa Association of Electragists, 
at its meeting in Waterloo, October 27, 
voted to appoint a committee to confer 
with the State Institute of Architects in 
regard to a recognition of the import. 
ance of providing for proper installa- 
tion of all electrical work. The com 
mittee will take up with the institute the 
necessity of architects making their 
plans complete as to detail drawings. 

At the morning session in the Hotel 
Russell-Lamson, the delegates were wel- 
comed by Mayor Gnagy of Waterloo, 
This was followed by the appointment 
of committees on resolutions, constitu- 
tion and by laws and on nominations. 
Arthur P. Peterson, field representative 
of the Association of Electragists, Inter- 
national, then addressed the meeting on 
the work of the international associa- 
tion. 

A constitution and by-laws were 
adopted at the afternoon session, the 
form agreeing in all major points with 
the recommendations on this subject by 
the international body. K. E. Macln- 
tyre, of the Society for Electrical De- 
velopment, spoke on the Red Seal plan 
and there was also an address by Carl 
Menger of the State University of Iowa, 
which was received by radio. 

In addition to the resolution concern- 
ing a conference with the architects’ 
body, other resolutions were adopted 
favoring the charging of a legitimate 
margin of profit by central stations for 
merchandise and for wiring installa- 
tions; discouraging the taking of undue 
credit risks by jobbers who serve the 
contracting field; and approving the 
Red Seal plan. It was also recom- 
mended that members of the state asso- 
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led a discussion on this problem as it 
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ie ciation report to the trade policy com- League Council Organizes the financing of league work, and the 
mittee of the Internati mal body all Representatives of the local electrical Council voted re make a study of all 
com. cases of unfair policy which should leagues and of The Society for Electri- the conditions with reap athye~ creeping 
. HE properly be handled by it. cal Development, comprising the ® standard of practice for the guidance 
Nson Election of officers for the coming League Council, held their first meeting of 1 eagues and those who contribute to 
year took place at the end of the after- at Cleveland on November 17-18. This their support. ; P 
mes. noon session. Those appointed to serv€ meeting was for the purpose of organ- The Council commende d the action 
ablic during 1925 are: President, R. Hon- izing the Council, so as to carry out the of the directors of The society for Elec- 
e at negger, Des Moines; vice president, R. purposes of the so-called Whitehorne trical Development in establishing — 
City, A. Cole, Waterloo; secretary-treasurer, report; namely, that the Council repre- third of the budget of the Society for 
da ¢. E. Gourley, Cedar Rapids. The ex- sent the local electrical leagues of the local promotion and the development of 
and ecutive committee will consist of these Unted States and Canada and act in an local leagues, and — ressed the — 
the oficers and E. B. Murray, Fort Dodge; advisory capacity to The Society for that the Society is justified in seeking 
)per who is retiring president, G. N. Holla- Electrical Development in its work of increased support from national — 
10n- way, Mason City, J. Hartleip, Waterloo, league service. Discussion in general to furth er this work of broadening and 
and J. H. Ryan, Sioux City. reviewed the present needs of league extending the league movement. 
A banquet was held in the evening in _ service now being provided by The So- 
loo the dining room of the Russell-Lamson. ciety for Electrical Development at the Lighting Engineers Meet 
request of the past league conferences, ete tb dina ial 
) . and established the necess yorking ver elegates trom all parts o 
Kansas Forms State Associa- arrangements pa ee ae the United States attended the sdabacunil 
ots tion velopment organization to carry on the annual convention of the Illuminating 
1, 7. clectzicel conteacterdesiens of "ete of league headquarters and Engineering Society, held October 27 
fer Kansas put their state among those hav- league service under the advice and to 30 at Briarcliff Lodge, Briarcliff 
in ing state contractor-dealer organizations guidance of the League Council. The apr sew sam, and Resse Ge out 
my at a meeting held in Salina, Nov. 19. Council elected as its chairman, Thomas ject of lighting discussed from all an- 
la. The meeting was attended by fifty mem- Cc. Russell, president of the Russell gles. The address of Clarence L. Law, 
va bers of this branch of the industry from Electric Company, Chicago. The Coun- president emphasized the obligation of 
he dium cite, Th ein diits. * discussed in detail the problem of the society and its members to engage 
sir gin to function immediately, officers financing league service and develop- actively in educational propaganda of 
having been elected and a permanent ™ent. There is no standard practice in _ the right sort. 
el organization formed. = 
|. At the opening meeting held in the 
0, rooms of the Salina Chamber of Com- 
nt merce Arthur P. Peterson, field repre- 
uf sentative of the A. E. I., spoke on “Get- i 
8. ting Together,” and later on in the day 
ye addressed the delegates on “What Is the bagi pty a — 
I Matter With the Electrical Contracting & trie Conference, ave attrected 
n Business and What Can Be Done to Cor- at once by the inviting “homi- 
1 rect These Evils?” ness” of its exterior 
Distribution proved an interest-arous- —— 
e ing subject at the meeting. J. E. Carr, iid ide 
e of the Central States Electric Company, 
h Kansas City, made a talk on this subject 
: from the standpoint of the jobber and 
\- 





affects the contractor-dealer. 

Election of officers closed the business 
session. Those selected are: President, 
R. M. Sutton, Wichita; vice president, 
Warren Hull, Salina; secretary, Charles 
Dalrymple, Wichita; additional execu- 
tive committeemen, L. M. Atkinson, 
Pittsburgh, and Ray Brown, Concordia. 

A banquet was served to the delegates 
at the Hotel Lamer in the evening. The 
officers of the local organization in 
charge of the affair were C. G. Loomis, 
president, and George Pizarro, secre- 
tary. 

The next meetng will be held at 
Wichita on Feb. 19, 1925. 
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Conduit Manufacturers Add 


New Basing Point 


Coincident with the publication of a 
new card Number 58, on rigid conduit, 
manufacturers of this material an- 
nounced that a new point for basing 
discounts had been added to that of 
Pittsburgh. The new one is Evanston, 
Ill., and the change follows the recent 
ruling of the Federal Trade Commission 
that the use solely of the Pittsburgh 
basis was unfair. 

The new card lists discounts three 
points higher than Card Number 57, 
thus making the basic price three points 
lower than formerly. Territory which 
can logically receive shipment from 
Evanston will receive the benefit of the 
differential of $2.80 per ton between the 
old $6.80 advance over the Pittsburgh 
base for Evanston shipment and the 
present advance of only $4.00. 





Handbook for A. M. E. S. 


That the members of the Associated 
Manufacturers of Electrical Supplies 
will soon receive the new handbook 
which its standards committee has been 
working on for six months was the an- 
nouncement at the meeting of that body 
held in New York City, Nov. 10-14. 
The announcement was made by C. A. 
Bates, vice chairman of the committee, 
who explained the purpose and the plan 
of arrangement of the new handbook 
The first two parts will contain general 
information on the association and the 
third part the new standards of manu- 
facture worked out by the committee. 
At present these standards take in only 
a few products but the number will be 
added to as fast as the committee can 
work them out. 

Revival of the annual banquet, a cus- 
tom dropped five years ago, was a feat- 
ure this year. At the banquet E. M. 
Herr, president, Westinghouse Electric 
& Manufacturing Company, analyzed 
the present economic situation in the 
country. 





Manufacturers to Consider 
Next Fixture Market 


At the last regular meeting of the Na- 
tional Council of Lighting Fixture Man- 
ufacturers a committee, consisting of 

. Franz Brzeczkowski, E. F. Guth and B. 
F. Klein, was appointed to make a re- 
port as to the most favorable conditions 
under which to hold the next fixture 





es, 





market. The report is to be formulated 
by January 1. 

There was also appointed at this meet- 
ing a committee to take charge of the 
follow-up work succeeding the Home 
Lighting Essay Contest, for the purpose 
of having “Notice the Lighting Equip- 
ment” slogan included in the local ad- 
vertising of the various communities 
who are putting on the contest. 

It was announced that the New York 
Division of the National Council had 
elected Albert Wahle, of the Albert 
Wahle Company, Inc., as its president. 
Melvin Spencer, of I. P. Frink, Inc., was 
elected vice president, and Richard 
Appell secretary and treasurer. 





Radio Improvements Shown 


If the displays at the third annual 
radio exposition, held at the Grand 
Central Palace, New York City, the 
week of November 3, can be considered 
as shadows of coming events, radio deal- 
ers can look’ forward to numerous 
changes and improvements in receiving 
instruments. 





Cc. W. Hewlett, of the G. E. Company, and, next 
to him, a loud speaker used at the exposition. It 
can be heard for three miles 


Among the features to be noted at this 
show were more elaborate cabinets; in- 
creased efficiency because of the devel- 
opment and adoption of low-loss appa- 
ratus; simplicity of tuning controls; re- 
ceivers built complete with current sup- 
ply devices incorporated in the cabinet; 
more compact multi-tube sets in the 
form of neutrodyne and _ superhetero- 
dyne, made portable and_ sensitive 
enough to operate over a long distance 
on an indoor loop antenna. There was 
no sign of a static eliminator nor of a 
moving picture by radio, but the gen- 
eral feeling was that such devices, now 
being experimented with in many labo- 
ratories, will come forth as suddenly as 
broadcasting evolved from the dots and 
dashes of wireless in 1920. 


Contest Winners to be 
Announced 


Winners in the Prize Contest to de 
velop additional ideas for promoting 
all-year-round use of electric fans, inst. 
tuted by The Society for Electrical D.. 
velopment and open to all dealers jy 
fans and their salesmen from Septembe, 
1 to October 15, will be announced }y 
the judges in December. 





News Notes Concerning Ele. 
trical Contractor-Dealers 


Business Changes, Store Improvement, 


and New Establishments Opened 


Diefenderfer and Willenbacher, ele. 
trical contractors, 136 North Ninth 
Street, Allentown, Pa., have opened ; 
retail appliance department, which js 
in charge of Charles E. Woomer. 





An electrical shop has been opened 
in Lessburg, Fla., by Charles R. Kings 
ley. 





L. W. Kiesewetter, Syracuse (N. Y,) 
electrical contractor-dealer, has leased 
larger quarters at 618, 620 North Sal. 


ina Street. 





An electrical contractor-dealer busi- 
ness has been established in Inglewood, 


Cal., by Fred R. Pardee. 





The first electrical shop to be estab- 
lished on Main Street, Buffalo, N. Y, 
has been opened by James M. Mead, 
E. D. O’Dea and R. V. English, under 
the company name of the Modern Elec. 
tric Company. 





C. V. Pitcash has purchased the in- 
terest of G. L. Marshall in the H. P. 
Electric Company, Bloomington, Ind, 
and is now sole proprietor. 





An electrical shop has been opened 
at 8601 Jamaica Avenue, Brooklyn, N. 
Y., by Frank J. Maples. 





The Seymour Electric Fixture Com- 
pany is a new arrival in the business 


world of Peoria, II. 





Harry Rosen, electrical contractor, 
has leased a shop and salesroom at 37 
Pennsylvania Avenue East, Warren, Pa. 





The Service Appliance Company has 
opened a branch at Northampton, Mass. 
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*-MANUFACTURING: 


) A Department Devoted to the Latest Devices Used by the Electrical § 


Contractor and Dealer 











Corridor Lighting Unit 


A new type of asymmetric lighting 
unit designed for the illumination of 
corridors, aisles, passageways and 
similar places having extreme length 
in relation to the width, has been de- 
signed by the Holophane Glass Com- 
pany, 342 Madison Avenue, New York. 

The corridor lighting unit gives an 
extensive type of distribution along the 
corridor and an intensive distribution 





across the corridor. It is designed for 
75, 100, and 150 watt lamps to give 
uniform illumination when spaced on 
centers not exceeding three times the 
mounting height. An arrow is moulded 
as an integral part of the: reflector 
which indicates the proper orientation 
of the unit with respect to the corridor. 





Electric Freezer 


A new electric freezer for freezing 
ice cream in from five to seven minutes 
will operate from household lamp 
sockets. This device is made in a one- 
gallon size. 

The freezer is known as the “Pioneer” 
and is made by the Louisville Electric 
Manufacturing Company of Louisville, 
Ky. It will be marketed by the Alaska 
Freezer Machine Company, Winchen- 
don, Mass. Some of the features claimed 
for it are speed, safety, light weight 
and compactness. 

The freezer is driven by a universal, 
one-sixth horse-power General Electric 
motor, operating a worm gear. This 








gear is made of bronze, the worm itself 
being hardened steel. No gearing is ex- 
posed, the gearing being enclosed in 
an aluminum gear case. Lubricating 
grease is provided sufficient to last one 
year. 





Washing Machine 


A new electric driven washing ma- 
chine that has a pleasing appearance 
and embodies a new washing principle 
is the latest product of the One Minute 
Manufacturing Company of Newton, 
Iowa. 

The washer is constructed of an inner 
and outer drum with the power unit 
and other mechanism mounted under 
the tub and out of sight. The outer drum 
or container acts as a heat retainer and 


- — 





this keeps the water hot in the inner 
drum or tub during the entire washing. 
The inner drum is made from drawn 
copper and has three wings mounted 
on the inside. The tub rotates in a re- 
ciprocating manner, the wings in the 
tub churning the water violently, in- 
suring thorough cleaning of the wash. 

The driving unit consists of a worm 
operating in an oil tight case, con- 





nected by an endless vulcanite belt to a 
Westinghouse motor. 
The unit is finished in French Gray 


enamel, inside and out. 





Canopy Toggle Switch 
Harvey Hubbell, Inc., Bridgeport, 
Conn., announce a new canopy toggle 
switch which is adapted for wall fix- 
tures and all kinds of electric apparatus 
such as motor-operated phonographs, 
player actions for pianos, portable elec- 

tric fans, dictating machines, etc. 





This new switch is small, compact, 
and sturdy. The toggle mechanism is 
quick-acting and easily operated. The 
switch is quickly assembled to the 
canopy by merely inserting the threaded 
stem through a hole in the canopy and 
screwing on the knurled lock washer 
shown. 





Radio Battery Meter 


A convenient and accurate means of 
checking the condition of his batteries 
is now given the radio owner by the 
development of a radio-battery meter, 
by the Sangamo Electric Company, 
Springfield, Ill. This meter operates on 
the same principle as other Sangamo 
meters used on commercial and indus- 
trial storage-battery appliances of all 
kinds. 

The radio-battery meter eliminates 
uncertainty about the condition of the 
battery. A hand passing over a scale 
on the meter graduated in amperehours 
gives at all times an accurate visual 
indication of the true condition of the 
battery in amperehours of discharge. 
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A movable red pointer on the meter 
is set at the point where the battery 
should be recharged. When the indicat- 
ing hand approaches closely to or over- 
laps this pointer, it is visual warning 
that the battery should be recharged. 





Reflector Lamp 


Difficult local lighting problems will 
find-a solution in the use of the new 
reflector lamp, mill type, manufactured 
by the Hygrade Lamp Company, Salem, 
Mass. The lamp has been designed for 
use in places where no general system 
of illumination will reach, on certain 
operations where direct light on the 
work is essential and where shades are 
a nuisance but bare lamps cannot be 
used on account of the glare. 





Spotlight 
The model K-4 “AutoReelite,” made 
by the Appleton Electric Company, 
Chicago, is of new design. The reel 
feature of this model is within the shell 
of the lamp back of the reflector and of 
sufficient size to contain 12 feet of wire. 
It serves as a spotlight to safely mark 
the edge of the road in the face of 





dazzling lights;-in addition to this it has 
the “AutoReelite” self-contained auto- 
matic reel. For every purpose about 
the car, twelve feet of cord is instantly 
available. It is furnished in black 
enamel, nickle trim or in all nickle 


finish. 





Lighting Hangers 

The F. W. Wakefield Brass Company 
of Vermilion, Ohio, has just placed 
upon the market a complete new line 
of ornamental “Red Spot” commercial 
hangers and accessory small space 
lighting units. 

The new line consists of chain sus- 
pension hangers suitable for any of the 
popular urn-shaped glassware using 


high candlepower lamps, ceiling type 
units for these, and both suspension 
units and sidewall brackets with smaller 
fitters for accessory lighting. With this 
line, the requirements of commercial 
lighting installations are supplied with 
equipment uniform in quality and har- 
monious in design. 





The ornamentation applied to the 
new units is of solid cast brass, no 
white metal being used. Mechanically, 
they are identical with the standard 
“Red Spot” hangers. The company also 
announces improvements in its “general 
purpose line” of low priced ceiling and 
pendant hangers for commercial light- 
ing. The ceiling ring has been entirely 
re-designed and the pendant type im- 
proved in several details. 





Condensed Notes of Interest to 
the Trade 


A. S. De Veau, manufacturers’ repre- 
sentative, with offices at 53 Park Place, 
New York City, is now representing in 
the Metropolitan territory in addition 
to his other accounts, the Multi Electric 
Manufacturing Company, Chicago. The 
company manufactures a variety of 
wiring devices,, such as porcelain and 
composition bushings, “Powerlets,” 
porcelain and slate cutouts, wire solder 
lugs, fuse clips and set screw connec- 
tors, etc. 


Charles R. Speaker has been ap- 
pointed to represent the Roller-Smith 
Company in the District of Columbia 
and also to handle the company’s gov- 
ernment business in Maryland, Vir- 
ginia, North Carolina and South Caro- 
lina. 


October business of the F. W. Wake- 
field Brass Company, Vermilion, O., is 
the largest for any month during its 
nineteen years of existence, according 
to the announcement of A. F. Wake- 
field, vice president. 





Ogden & Denison, eastern representa- 
tives for the Standard Electric Stove 
Company, of Toledo, O., are now lo- 
cated at 112 West 42nd Street, New 
York City. 


The Chicago Fuse Manufacturing 
Company, Chicago, IIl., has appointed 
George N. Roberts as district sales man- 
ager of the New York territory, vice J. 
B. Martin, who has resigned. 


Announcement has been made of a 
change in the personnel of the Ameri- 
can Electric Switch Company, Minerva, 
O. J. C. Lewis is now president and 
general manager; F. F. Cope is sales 
manager; and K. R. Miller, auditor. 
The company will adhere to a strict 
jobber sale policy, with direct repre- 
sentation in various territories. 





STATEMENT OF THE OWNERSHIP, MAN- 
AGEMENT, CIRCULATION, ETC., REQUIRED 
BY THE ACT OF -CONGRESS OF AUGUST 
24, 1912, of “THE ELECTRAGIST.” published 
monthly at Utica, N. Y., for Octcber 1, 1924: 


State of New York, } 
County of New York,/ss.: 


Before me, a Notary Public in and for the State 
and County aforesaid, personally appeared S. B 
Williams, who, having been duly sworn ac- 
cording to law, deposes and says that he is the 
Editor of “THE ELECTRAGIST,” and that the 
following is, to the best of his knowledge and be- 
lief, a true statement of the ownership, manage- 
ment (and if a daily paper, the circulation), etc., 
of the aforesaid publication for the date shown in 
the above caption, required by the Act of August 
24, 1912, embodied in section 443, Postal Laws and 
Regulations, printed on the reverse of this form, 
to wit: 

1. That the name and addresses of the pub- 
lisher, editor, managing editor, and business man- 
ager are: 

Publisher, Association of Electragists—Interna- 

tional, 15 W. 37th Street, New York, N. Y. 
Editor, S. B. Williams, 15 W. 37th Street, New 
York, , 

Managing Editor, none. 

Business Manager, S. B. Williams, 15 W. 37th 
Street, New York, N. Y. 


2. That the owner is: 

Association of Electragists—International. Not 
incorporated. Composed of 2,000 members, of which 
principal officers are: 


James R, Strong, President, 526 W. 34th Street, 
New York, N. Y. 


Laurence W. Davis, Secretary-Treasurer, 15 W. 
37th Street, New York, N. Y. 

3. That the known bondholders, mortgagees, 
and other security holders owning or holding one 
per cent. or more of total amount of bonds, mort- 
gages, or other securities are none. 

4. That the two paragraphs next above, giving 
the names of the owners, stockholders, and secur- 
ity holders, if any, contain not only the list of 
stockholders and security holders as they appear 
upon the books of the Company, but also, in cases 
where the stockholder or security holder appears 
upon the books of the Company as trustee or in 
any other fiduciary relation, the name of the per- 
son or corporation for whom such trustee is act- 
ing, is given; also that the said two paragraphs 
contain statements embracing affiant’s full knowl- 
edge and belief as to the circumstances and con- 
ditions under which stockholders and security hold- 
ers who do not appear upon the books of the com- 
pany as trustees, hold stock and securities in a 
capacity other than that of a bona fide owner; and 
this affiant has no reason to believe that any other 
person, association, or corporation has any interest 
direct or indirect in the said stock, bonds, or other 
securities than as so stated by him. 


(Signature of) S. B. WILLIAMS, 
Editor. 


Sworn to and subscribed before me this 25th 
day of September, 1924. 
MAY E, CASLIN. 


(My commission expires March 30, 1926). 
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